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STRENGTH DEPENDABILITY 


SERVICE 





The London & Lancashire Insurance Company, Ltd, 


London & Lancashire Indemnity Company 


Law Union & Rock Insurance Company, Ltd. 


Standard Marine Insurance Co., Ltd. (Fire Dept.) 


Safeguard Insurance Company 


Orient Insurance Company 


44444444444 


Departmental Offices at 
Hartford, NewYork 


Chicago and San Francisco 


44444 











The record of these com- 
panies for more than fifty 
years in serving the American 
public and in upholding the 
principles of the American 
Agency System commends 
them to the progressive local 


agent. 


The conservative investment 
program of the group en- 
sures a strong and sound 


financial position at all 


times. 
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Local Agents: ‘Tackle Major Problems With 


Renewed Confidence in Future 


Chicago, Oct. 11—With renewed con- 
fdence in the future of insurance and 
the whole country, the National Associa- 
tion of Insurance Agents formally opened 
its thirty-eighth annual convention here 
at the Hotel Drake this morning. And it 
Promptly at ten 
o'clock, the scheduled hour, President 
Charles L. Gandy called the meeting to 


opened right on time. 


order. 

Among the agents here there is an ob- 
vious change in sentiment for the better. 
They are a determined, spirited, forward- 
looking crowd. 

A quicker tempo and more enthusiasm 
than at other conventions is 
everywhere apparent and the agents here 
are eager to secure benefits from this 
vathering to take back home with them. 
In the lobbies numerous agents confessed 
they had come to Chicago with only a 
minimum amount of money to spend, but 
they felt the trip was an investment 
which would bring larger returns later. 


1,300 Agents Attending 


Whereas in some years the convention 
got under way with difficulty well over 
one-half hour late, before ten o’clock this 
morning several hundred agents were in 
the convention hall ready to go. Shortly 
afterwards the Drake’s ballroom was 
filled. approximately 1,300 
agents here. Many high company off- 
cials, too, listened to the talks this morn- 
ing, 


several 


There are 


Another departure from past customs 
is the almost complete absence of out- 
side speakers on the program. Believ- 
ing that the country is undergoing mo- 
mentous changes, challenging the inge- 
nuity and ability of agents to overcome 
what many a year ago considered in- 
surmountable obstacles, the convention is 
devoting itself practically altogether to 
Preparing agents for the coming year, 
the first in the second century of insur- 
ance, 

The new economic revolution presents 
No terrors to the insurance agents, Sec- 
tetary-Counsel Walter H. Bennett said 
in his address on the convention theme, 
“A Century of Insurance,” in which he 
reviewed developments of insurance and 
business of the last one hundred years. 
He called on the National Association 
members to lend their support as never 
before to the government in its recovery 
program. 

Immediately after President Gandy and 
Secretary Bennett had concluded their 
'eports the convention gave consideration 
'o changes in insurance now being de- 


Quickened Tempo and Enthusiasm Shown as Convention 
Opens With 1,300 Agents Attending; Support of Recov- 
ery Program Urged by Secretary Bennett; “Century 
of Insurance” Theme of Meeting 


By Edwin N. Eager 


veloped and affecting local agents’ in- 
terests. 


A. J. Smith Urges Support For Uniform 
Inland Marine Definition 

A. J. Smith of Zweig, Smith & Co., 
New York City, opened the forum on 
modern insurance trends with a strong 
appeal for agents’ support for the na- 
tion-wide uniform definition and inter- 
pretation of inland marine underwriting 
powers. He stressed the point that this 
definition, providing for self-regulation of 
inland marine writing, long a source of 
friction between agents and companics, 
offers a satisfactory solution of the prob- 
lem of overlapping coverages by provid- 
ing for the elimination of illegal forms. 
The definition has already been approved 
by most companies and accepted by a 
majority of insurance commissioners. Mr. 


Smith’s talk was received with a round 
of applause. 

Glidden on Fluctuating Value Forms 

Current demands for protection against 
fluctuation of values were discussed by 
Jay S. Glidden, manager of the Chicago 
3oard of Underwriters. 

Faced with the extension of the re- 
porting form to every mercantile and 
manufacturing risk whenever the value 
is sufficient to create the demand, the 
Chicago Board has promulgated a mer- 
chandise and fixture form with provision- 
al amount of insurance. This form grants 
a definite amount of insurance with an 
automatic cover for increase of value 
during each monthly period, subject to 
the application of the co-insurance at the 
time of loss. 

The insured, said Mr. Glidden, pays the 
full premium on the limit of liability at 


Banquet, Gay Affair, Draws 1,700; 
NRA Talk Featured; Palmer Welcomes 


President Gandy Toastmaster; Ten Past Presidents Attend; 
Convention Keynote Sounded by D. R. Richberg, General 
Johnson’s Right-Hand Man, in Stressing That U. S. Is 
Now Headed Toward Recovery Through Self-Regulation 


Chicago, Oct. 10.—Undeniable indica- 
tions that this convention would be one 
of the largest in the history of the Na- 
tional Association of Insurance Agents 
were given when more than 1,700 agents 
and company representatives and their 
wives jammed the main dining room of 
the Drake Hotel for the get-together 
dinner this evening. It was a jolly and 
gay affair with all worries and thoughts 
of insurance problems checked at the 
door. 

Donald R. Richberg, general counsel of 
the National Recovery Administration at 
Washington, right-hand man to General 
Hugh Johnson and also a close personal 
friend of Ernest Palmer, Insurance Di- 
rector of Illinois, really sounded the key- 
note of the whole convention when he 
declared that the country is now headed 
toward recovery through self-regulation 
of industry and labor. For years the 
National Association of Insurance Agents 
and the companies have preached the 
same doctrine. 


Mr. Richberg, the chief speaker of the 
evening, outlined the fundamental pur- 
poses and aims of the NRA and an- 
swered some criticisms directed at its 
support of labor. He made no mention 
of inflation but spoke of the necessity 
for sound money, which found favor with 
his large audience. His address was 
broadcast nationally over the radio. 

Chief Objective of NRA 

To achieve general welfare by promot- 
ing co-operation between industry and 
labor is the chief object of the NRA, 
Mr. Richberg said. The fact that this 
same degree of self-government has not 
been reached yet by other nations 
showed, he said, “the extraordinary ca- 
pacity of the American people to organ- 
ize themselves for good.” The NRA is 
simply helping the people to mobilize 
their energy. He praised highly Presi- 
dent Roosevelt for restoring the faith of 
the people in themselves. Government 
control of private enterprises for public 
good has not worked successfully and in 
the past has generated very hostile reac- 


(Continued on Page 21) 


the time the policy is issued and on any 


increase in the liability limit. Premiums 
are retained by the company until final 
adjustment at expiration. 

This policy was devised to stem the 
tide of the reporting form before it is 
too late; that “we may revert to first 
and sound insurance principles.” Mr. 
Glidden believes the 
should be 


reporting form 
left to a central authority, 
dealing only with interstate risks of large 
value, with a more satisfactory alterna- 
tive found for local use. 


Major Problems Viewed by L. M. Drake 


After Howard Campbell of R. B. Jones 
& Sons, Kansas City, had read his paper 
on changes in Use and Occupancy forms, 
Lyman M. Drake of Chicago concluded 
the morning session of the convention 
with his well-received discussion of a few 
major problems. 

Mr. Drake said he favors limitation of 
agents by law rather than by the pass- 
age of qualification acts. He believes that 
fire companies should amend their 60-day 
loss rule to provide for payments of re- 
pairs so that assureds will not be with- 
premises for several 


out use of their 


weeks. He foresees the time when cig- 
arette scorch losses will be excluded by 
a clause in the fire insurance policy, with 
possibly a small rate reduction given the 
assured. Mr. Drake also offered the 
agents what he considers a more satis- 
factory method for securing the right 
amount of insurance and the proper rate 
on old and obsolete buildings. 


Tribute to Late J. A. Giberson 


President Gandy adjourned the con- 
vention promptly at 12:30 p.m. so that 
the agents would have time for lunch 
and be back in the convention hall for 
the executive session which is to deal 
with the vital problem of whether the 
National Association is to include a sec- 
tion covering Competitive Practices in 
the agents’ NRA code and, if so, what 
Competitive Practices should be placed 
under government supervision. 

On motion of James L. Case, Norwich, 
Conn., the convention stood for a mo- 
ment and paid respect to the memory of 
the late J. A. Giberson of Alton, Ili., a 
prominent agent who died some months 
ago and who was a past president of 
the Association. 

The speakers’ platform was beautified 
with a fine bouquet of large chrysanthe- 
mums, the gift of U. S. Manager Hart 
Darlington of the Norwich Union Fire. 
The convention expressed its apprecia- 
tion by a rising vote of thanks. 
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Gandy Presents Administration Report 


National 
some- 


the of the 
administration was 
what shorter this than in 
other years, it contained numerous frank 


Although 
Association 


report 


year some 
declarations of agents’ viewpoints on im- 
portant problems of the fire and casualty 
insurance business. The report was sub- 
mitted to the convention at the opening 
business session on Wednesday morn- 
ing by President Charles L. Gandy and 
was signed by him and also Executive 
Committee Chairman Allan I. Wolff and 
Secretary-Counsel Walter H. Bennett. 
One of the big features of the report 
was the that the National 
Association committee 
submitted a resolution to the committee 
on valuations of the National Conven- 
tion of Insurance Commissioners asking 


statement 


executive has 


that the “loss and unearned premiurn re- 
serve fund of fire, casualty and surety 
companies both be segregated from capi- 
tal and surplus investments, both to be 
invested in securities of the type of na- 
tional, state and high grade municipal 
bonds.” This resolution is proposed in 
order that premium and loss funds will 
be preserved in the event of a company’s 
failure and will be available immediately 
for payments to policyholders and loss 
claimants. 

The National 
tion opposes the idea of having state in- 


Association administra- 
surance commissioners acting as collec- 
tion agents for companies when local 
agents fall behind in their balance pay- 
ments. Mr. Gandy said that few com- 
panies have to charge off much for un- 
collected agency balances. The passage 
of agency qualification laws in states not 
having them now is urged. With respect 
to the practice of fire companies with- 
holding loss payments of over $500 for 
sixty days, the administration feels that 
this is not justified and President Gandy 
recommended that the convention call 
upon the companies to discontinue this 
practice. Companies placing reinsurance 
with non-board and cut-rate companies 
was also strongly condemned. 

Following is the full text of the ad- 
ministration report: 

In any period of experimentation, such 
as the one through which we are now 
passing, the impulse is to embark upon 
unknown seas without taking soundings 
or charting a course. The people want 
action, immediate and decisive. They 
are tired of inactivity and afire with the 
desire to be away, they know not where. 
The purpose of this convention is to 
guard against this impulse and to steer 
our course toward a fixed goal, follow- 
ing the dictates of the majority will. 

Chicago Birthplace of Association 

It is a splendid thing that in making 
our plans for the trying days ahead, we 
come back to the birthplace of our Na- 
tional Association. Thirty-eight years 
ago, a little band of twenty valiant men 
met in the old Great Northern Hotel in 
this city of Chicago and laid the founda- 
tion stones of this organization. It is 
not to be thought that they then had 


the fore-knowledge that this year of 
1933 would witness the rebirth of the 
trade association; that what formerly 


was held simply as an important adjunct 





President of National Association Reveals That Resolution 
Has Been Presented to Commissioners to Place Limita- 
tions on Company Investments; Convention Asked to 
Urge Companies to Discontinue 60-Day Loss Payment 
Rule; Other Problems of Producers Reviewed 
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CHARLES L. 


GANDY 


now has become its chief 
factor. They did realize that if the in- 
surance agency system were to survive 
it must be through organization. The 
thoughtful agent shudders to contem- 
plate his position today if the producer 
of insurance, alone of the major busi- 
nesses, had failed to safeguard his in- 
terests through his trade association. 

The founders builded more wisely than 
they knew. We are happy to return to 
the scene of their original labors, where 
the National Association traditions are 
strongest; where the atmosphere is 
charged with the spirit of careful plan- 
ning for the future and deliberate ac- 
tion. 


of business 


Company Failures 

During the year, the unbelievable be- 
came a reality. Perhaps we had been a 
little bit smug in our sense of security. 
It was part of our ritual that strong 
stock insurance companies could not find 
themselves financially embarrassed—cer- 
tainly that failure was out of the ques- 
tion. But fail some of them did. Agents 
of these companies were stunned. Com- 
panies which for years had stood like a 
rock through fire and flood, disaster and 
war, could not withstand the shock of 
financial depression, with the bottom 
dropping out of the securities market, 
and banks closing on all sides. A new 
question arose involving the responsi- 
bility of the agent to rewrite the busi- 
ness and take the loss himself. Some 
of the insurance departments ruled that 
to do so was to violate the anti-rebate 
laws. The executive committee, when it 
met last May, decided that this was a 
question over which it had no authority, 
but the consensus of opinion was that 
local boards could and should act united- 
ly to protect the business of members 
so embarrassed. 

A wholesome effect is to be antici- 
pated. Insurance departments are tight- 
ening up on the examination of company 


statements. The buyers of insurance are 
asking questions about the financial re- 
sponsibility of the companies in which 
their business is placed. Agents are 
learning that conservative management 
and a sound financial policy are of more 
intrinsic value than some imposing fig- 
ures which have not the best type of 
investment behind them, and that the 
momentary reward of the writing of a 
questionable line or the cutting of a rate 
becomes a penalty when it affects the 
stability of the company. Integrity of 
management has again assumed its 
proper place in the insurance world. 


Would Restrict Company Investments 


It is the belief of your officers and of 
the executive committee that the most 
constructive suggestion to ward off a 
repetition of such events is to be found 
in its resolution now before the commit- 
tee on valuations of the National Con- 
vention of Insurance Commissioners, as 
follows: 

“The executive committee of the Na- 
tional Association of Insurance Agents, 
recognizing that the public interest de- 
mands absolute security from insurance 
companies, declares it to be in the in- 
terest of public welfare that the un- 
earned premium reserve fund and the 
loss reserve fund of fire, casualty and 
surety companies both be segregated 
from capital and surplus investments, 
both to be invested in securities of the 
type of national, state and high grade 
municipal bonds.” 

We recommend this resolution to the 
insurance commissioners and to the 
companies. If carried out, it would af- 
ford absolute protection to the buyers 
of insurance, which they have a right to 
expect and demand. It would enable 
every company to pay unearned pre- 
miums and losses despite market fluc- 
tuations. It would eliminate the hazard 
of frozen assets. It would place insur- 
ance in an impregnable position. Nor 
would it, in our opinion, impose any 
hardship on the companies. They would 
receive a fair return on such investments. 
With such rulings in effect, they would 
be receiving far more liberal treatment 
than the life companies. With the re- 
manider of the funds, they would be in 
position to exercise their financial genius 
at the will of the officers and directors, 
without menace to the public. 


Commissioners as Collectors 


At the annual meeting of the National 
Convention of Insurance Commissioners 
in Chicago in June, there appeared a 
delegation of representatives of fire and 
casualty interests requesting that the 
individual supervising officials undertake 
a new function of collecting agency bal- 
ances, as it were, for the companies. 
Their proposal was that each commis- 
sioner should order all companies to re- 
port to him the name of every agent 
more than ninety days in arrears in his 
balances. 

The convention adopted such a reso- 
lution, and many of the commissioners 
have acted upon it. Neither the resolu- 
tion itself nor the orders of any of the 
commissioners have carried any penalty; 
the inference, of course, being that the 
names of such agents should be pub- 
licized or possibly their licenses can- 


celled. The resolution takes no cogniz. 
ance of untoward circumstances, \, 
believe that the responsible agent does 
not need to be policed by the insurane, 
department; company managemen 
should refrain from having any other 
kind. 

Admiting that collections have been 
difficult and consequently balances hari 
to pay on schedule, the implied assump- 
tion that many agents are consistently 
behind with their balances is not justi- 
fied by the facts. A past president of 
the National Association recently com. 
piled some figures taken from the re- 
ports of ten leading fire companies and 
ten prominent casualty companies, He 
found that of the total premiums, the 
net charge off of these twenty companies 
for uncollected agency balances was ap- 
proximately one-fifth of 1% for the year 
1932. It is, indeed, difficult to believe 
that many agencies charged off so small 
a percentage for uncollected premiums 
What other business in this day of grace 
can make so good a showing? 


Urges Qualification Laws 


It is an amazing thing that these same 


companies which ask the insurance de- | 





partments to become collectors for them 


are still so fearful lest their prerogatives 
be threatened that they are unwilling t 
sponsor licensing laws that would give 
the departments authority to refuse li- 
censes to agents who cannot make the 
grade. They express extreme fear that 
such laws would deprive them of their 
inalienable right to appoint agents of 
their own choosing. But as one of the 
more farsighted of the casualty company 
executives said recently: the com- 
missioner is to be allowed no discretion 


in the licensing of agents, why go 
through the formality of issuing l- 
censes ?” 


In response to the mandate of the Na- 
tional Association, the secretary-counsel 
has prepared a new licensing bill. It has 
been approved by the executive commit 
tee, and is now recommended to the 
State Associations. For many months 
it has been in the hands of the laws 
committee of the National Board, and 
every effort has been made to collaborate 
with the companies on a bill which would 
be satisfactory to all parties at interest 
Since no action has been forthcoming 
from the companies, and since, in the 
opinion of your officers, the bill is em 
nently fair and would tend to raise the 
agency standard and thereby improve 
the insurance business, we recommen( 
that agents in those states which are 
without satisfactory licensing laws mak 
every effort to have it introduced, modi- 
fied to comply with local conditions. 


Bank Legislation 


One of the interesting developments 0! 
the year was the passage of the Glass 
Steagall Banking Act by the extraordi- 
nary session of Congress. The bill 1~ 
cluded a provision dealing with member 
banks of the Federal Reserve System 
in relation to the insurance business, ! 
view of the general sentiment that bank- 
ing should be confined to the banking 
business. 

In the final midnight conference be 
tween House and Senate committees, tht 
provision was stricken out. This act wa 
confessedly emergency legislation, and 
will likely be brought again before the 
next session of the Congress, because the 
American Bankers Association 1s ¢& 
manding a change in the deposit insur 
ance feature. The further efforts ® 
Congress to stabilize the banking bus 


(Continued on Page 21) 
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gents Committee to Confer with Companies 


On Competitive Practices Under NRA Code 


Chicago, Oct. 13—Between the closing 
of the executive session on Wednesday 
and the convention session this morning 
4 
much was done toward bringing interests 
of agents and companies on Code closer 
together. 

Allan I. Wolff, the new president of 
the National Association, said this morn- 
ing that he was delighted to inform the 
convention that, “We may safely count 
on co-operation of company organiza- 
tions in pursuit of that undertaking.” 

The executive committee talked the 
Code over with Paul L. Haid, president 
of the Insurance Associa- 
tion; Wilfred Kurth, president of the 
Home of New York and affiliated com- 


Executives 


panies; George G. Bulkley, president of 
the Springfield Fire & Marine; and 
others on Thursday afternoon. 

Mr. Wolff, continuing, said: “There is 
every prospect that we are in the for- 
tunate position of undertaking the Code 
project with aid and counsel of able 
company executives who will be of much 
assistance.” 

The National Association will 
diately appoint a committee to confer 
with similar committees of the fire and 
casualty companies. There may be a 
conference in New York early next week. 

The agents’ excutive committee is to 
meet this afternoon and the personnel 
of the agent’s Code Committee will be 
known at the conclusion of that session. 


imme- 


Code For Competitive Practice 
Studied By Executive Committee 


Chicago, Oct. 13—The executive com- 
mittee did not consider the code prob- 
lem Wednesday night as its meeting was 
brief but did go into the matter Thurs- 
day afternoon. It is likely that the com- 
mittee will sift the suggestions now in- 
corporated in the proposed Competitive 
Practice Section and make some modi- 
fications before the final form is 
the National Association 
later in Washington. 

Whether the companies will be con- 


pre- 


seented by 


sulted prior to such presentation has not 
been announced. 

A number of 
States 


from eastern 
such a pro- 
posal as the elimination of excepted cit- 


agents 
while favorable to 
ies and adoption of more uniform com- 
missions, and other proposals too, said 
today they feel some sections as appar- 


Weigh All Angles 


ently desired by a majority of delegates 
here are too far-reaching and stand com- 
paratively little chance of being approved 
by the NRA after company opposition 
has been presented. These agents said 
they would feel more certain of getting 
provisions approved if regulation was 
confined to competitive practices between 
agents themselves which would not in- 
volve conflicts with the companies. Still, 
most agents feel they are going to de- 
rive some concrete benefits from this 
code effort. 

As yet the National Association exec- 
utive committee has not given out for 
publication the proposals approved by 
the agents at their closed session yes- 
terday and it is not likely that anything 
will be given officially to the press until 
the Competitive Practice Section has 
been whipped into final shape. 


of NRA Code 


Before Acting; Hear Viewpoints 


Chicago, Oct. 12.—Before the mandate 
of the convention on the Code was de- 
livered to the executive committee late 
Wednesday afternoon, Secretary-Coun- 
sel Walter H. Bennett and the executive 
committee chairman, Allan I. Wolff, en- 
lightened the agents on the Code devel- 
opments up to the time of this meeting. 
Both the Insurance Executives Asso- 
Ciation and the National Bureau were 
asked fo comment on a Competitive 
Practice Section proposed by agents. 

he company attitude is that agents 
should not go too far in inviting govern- 
ment assistance in securing relief or the 
msurance business may become involved 
in still more difficulties than it has now. 

Chairman Wolff asked the agents not 
to act until they were sure they wished 
to go ahead with the Code program. 
He said the executive committee had not 
itself attempted to settle the Code prob- 
lem, for it wanted to learn from the 
agents whether they desired the Compet- 


itive Practice Section to govern only re- 
lations between agents, or between com- 
panies and agents. 


Bennett on Association Attitude 


Before reading the draft of the Code, 
Secretary Bennett said it was not the 
desire of the National Association to se- 
cure special privileges for agents or to 
discriminate against companies or other 
agents, but merely to protect the pro- 
ducers against what most agents and 
many companies consider unfair trade 
practices. 

Thomas S. Ridge, Jr., Kansas City, a 
member of the executive committee, said 
the National Recovery Act sought to 
regulate competition and agents should 
do their share in correcting conditions, 
such as rate cutting, appointment of non- 
policy agents and political agents, branch 
office competition, etc. 

It is proposed that the administration 
of the Code be under the direction of a 


National Code Commission to be com- 
posed of representatives of the commis- 
sioners, agents and companies. 

The Code resolution adopted by the 
agents at the end of the closed meeting 
was presented by Clyde E. Smith, Lans- 
ing, Mich., and seconded by R. P. De- 
Van, Charleston, W. Va. Both are 
former presidents of the National Asso- 
ciation. 


Chicago, Oct. 11—By practically unani- 
mous action the National Association vot- 
ed today that the executive committee 
should file a code with NRA in Wash- 
ington with clauses covering competitive 
practices. From the very outset of the 
executive session of the convention, to 


which non-members were not admitted, 
the sentiment in favor of NRA supervi- 
sion of competitive practices in fire and 
casualty insurance was overwhelming. 
Following the session lasting over three 
hours President Charles L. Gandy called 
a meeting of the executive committee for 
9 o’clock tonight at which time it will be 
decided whether the text of the pro- 
posed additional sections shall be re- 
leased for general publication. 
Proposed Section Has Plenty of Teeth 
This proposed competitive practices 
section of the agents’ code has plenty of 
teeth in it and strong opposition may be 
expected from companies when a hear- 
ing on the proposals is held at some 


(Continued on Page 8) 


Allan I. Wolff Elected To Presidency; 
E. J. Cole, Executive Committee Head 


Chicago, Oct. 13—Allan I. Wolff, who 
has been chairman of the executive com- 
mittee, was elevated to the office of 
president of the National Association at 
the closing today succeeding 
Charles L. Gandy of Birmingham. Ed- 
win J. Cole, Fall River, Mass., chairman 
of the finance committee of the 
ciation for the last three years, was made 


session 


asso- 


chairman of the executive committee. 

The new president of the National As- 
sociation has been a leading agent in 
Chicago for years and is one of the group 
of big producers in the organization. Born 
in Chicago in 1882 he entered insurance 
as a clerk in the office of Witkowsky & 
Affeld, Western manager and _ local 
agents of the Hamburg-Bremen, in 1899. 
Ten years later he became associated 
with the office of J. J. Coffey & Co. and 
in that year became a Class 1 member 
of the Chicago Board of Fire Under- 
writers. In 1920 he formed the agency 
of Allan I. Wolff & Co. and in August, 
1926, became a member of the firm of 
Klee, Rogers, Loeb & Wolff, in which 
firm he is still a partner. A year ago 
this agency joined forces with that of 
Herrick, Auerbach & Vastine, under the 
name of the Associated Agencies. Each 
agency has retained its own identity as 
a producing organization but a combina- 
tion of the office mechanics has been 
effected. 

For many years Mr. Wolff has been 
an active member of the Chicago Board 
of Fire Underwriters. He has served on 
many of its committees and was its pres- 
ident in 1924-25. He became a member 
of the executive committee of the Na- 
tional Association two years ago and last 
year at the Philadelphia convention was 
elected chairman when Charles L. 
Gandy was elevated to the presidency. 
Mr. Wolff is a member of the North- 
moor Country Club, Ravinia and Stand- 
ard Club at Chicago. He is active in 
civic affairs in his home city and in Boy 
Scout work, and has a reputation as a 
fine tennis player. 


Edwin J. Cole’s Prominence 


Mr. Cole is head of his own_agency 
and has been a prominent New England 





Moffett-Russell 
WOLFF 


ALLAN I. 


agent for many years. He was president 
of the Massachusetts State Association 
ten years ago. Later he was chairman 
of the New England Advisory Board and 
has been chairman of the Massachusetts 
Association’s legislative committee for 
many years. He served as a member of 
the National Association executive com- 
mittee before being appointed its finance 
committee head. 

His successful handling of the diffi- 
cult problem of finances of the Asso- 
ciation in these trying years has gained 
for him wide prestige among association 
members. 

Born in 
Cole came to 


Mr 


when 


Cheltenham, England, 
the United States 
fourteen years of age. He entered the 
insurance business as an agent in 1887 
and in 1908 formed his own agency. He 
was made regional vice-president of the 
National Association for New England in 
1923. He is a former president of the 
Fall River Y. M. C. A. and active in 
civic affairs there. 

His son, E. Forrest Cole, is in business 
with him and his daughter, Gladys Cole, 
is his constant attendant at all conven- 
tions. 
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Agents’ Full Support For N 
Marine Definition Urged By 


Instead of following in the footsteps 
other 

and 
attacking inland marine insur- 


of some of his predecessors at 
National conventions 
strongly 
ance as a destructive form of competi- 
tion used by many companies, Archibald 
J. Smith of Zweig, Smith & Co. of New 
York and secretary of the Association 
of Local Agents of the City of New 
York, devoted his address Wednesday 
morning on the subject of inland marine 
business to urging support by agents for 
the uniform definition and interpretation 


Association 


of inland marine underwriters’ 


which the companies and insurance com- 


powers 


missioners are now trying to make effec- 
tive throughout the country. Mr. Smith 
has worked with others for two years 
on the problem of overlapping coverages 
and is convinced that the evils of inland 
marine competition, as they have existed, 
will be eliminated by united support for 
the proposed rules for self-regulation of 
inland marine underwriting. 

At some length Mr. Smith outlined 
the necessity for insurance meeting the 
changing requirements of business, the 
growth of inland marine insurance, the 
era of non-regulation and finally the 
successful efforts to regulate inland ma- 
rine lines so that they can be used with 
real effectiveness without creating costly 
disturbances in the fire and casualty 
fields. Mr. Smith did, however, voice 
opposition to the all-risks comprehensive 
policy which is not sanctioned under the 
uniform insurance 
but which is used by several companies 
in the Western and Pacific States. He 
asked that the National Association go 
on record as opposed to this policy for 
the reason that it may lead to the elimi- 
nation of specific coverages. 


definition of marine 


In many 
States this comprehensive policy is now 
illegal. 

Following are 
Smith’s address: 


extracts from Mr. 


Urges Support for Definition 

Personally, I feel that the most im- 
portant thing I can say to you on the 
subject of inland marine insurance is to 
recommend to your attention and care- 
ful reading this uniform definition of 
marine insurance and the company 
agreement based thereon. 

It is essential that we, the producers, 
should know when and how marine 
forms can be legally used, if we are in- 
telligently to 


serve the public and our 
principals—the companies. I repeat, it is 
confidently expected that this uniform 
definition of marine insurance will be 
effective soon throughout the United 


States, and our insurance companies will 
be bound thereby. In my judgment, we, 
as agents, should urge our companies to 
do all in their power, in the interests of 
making this uniform definition of marine 
insurance prevail countrywide, and the 
company agreement based thereon a suc- 
cess. That agreement carries with it the 
desirable self-regulation of the business 
by insurance men. Unquestionably, your 
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companies will soon furnish you with 
copies of this uniform definition of ma- 
rine insurance and acquaint you with the 
fact that they are bound by it. 

It is most desirable that insurance ex- 
ecutives, agents and brokers should 
awaken to their duty to self-regulate the 
insurance business. Governmental super- 
vision of insurance is necessary, but that 
supervision should concern itself with the 
solvency of companies and their per- 
formance of the contracts that are 
issued, only injecting the state into the 
administrative end of the business when 
unfair and unconscionable practices 
threatening the solvency of the company 
or the terms of the contract, are indulged 
in. The insurance needs of this country 
can be best served by the insurance fra- 
ternity of this country only under a sys- 
tem wherein the insurance fraternity is 
willing and ready to prescribe competi- 
tive practices, underwriting principles, 
commissions, forms and rates that are 
ethical and best fitting to the insurance 
needs of the public. 

Therefore, when we, as agents and 
producers of premiums for our various 
classes of companies—fire, marine and 
casualty—know that there have existed, 
and still exist, unfair competitive prac- 
tices, discrimination, costly expenditures, 
failure to meet the needs of the insuring 
public, expensive to insurance companies, 
agents, brokers and the insuring public, 
and all by reason of a failure to define 
and recognize the limits of the writing 
power of companies, then I submit that 
it is a step in the right direction when 
supervising officials and company repre- 
sentatives of all classes meet and agree 
upon a uniform definition setting up ma- 
chinery for the self-regulation and en- 
forcement of this definition. We, as 
agents, are vitally affected and should 
actively assist in the uniform adoption 
and enforcement of this definition 
throughout the country. 

Distinction Between Classes to Be 

Maintained 

The distinction between classes of in- 
surers must be maintained if the casual- 
ty, surety and fire business is to be safe- 
guarded. If marine forms—and by this 
term I include inland marine forms— 


may be used to insure what have been 
heretofore recognized as fire, casualty 
and surety lines, you know how much 
success rate controlled and form pre- 
scribed fire, casualty or surety contracts 
will have in competition with inland ma- 
rine forms. 

We, as agents, know that we have suf- 
fered, when our rate and form super- 
vised lines have had to compete with 
covers unregulated as to rate and as to 
form, but I confidently believe that the 
best protection for the rate supervised 
and form regulated lines of insurance is 
to have the unsupervised rates and un- 
supervised form lines defined with rea- 
sonable definiteness and certainty, so 
that the fire, casualty and marine under- 
writers may know just how far they can 
go, and no farther, in the exercise of 
their respective writing powers. 

Our conception of our business should 
be such that regardless of the economic 
or social changes that may take place 
we are ready with forms and rates to 
meet the insuring needs of the public. 
Marine insurers have long been serving 
the needs of commerce. The antiquity 
of this business goes so far back that its 
beginnings are hardly traceable. Marine 
insurance as a business has shown a 
steady growth and has, with justifiable 
pride, kept pace with the needs of com- 
merce through all the ages down to the 
present. r 

Needs Inland Lines Meet 

The inland marine business, as we 
commonly understand it, is of much more 
recent development. We would not be 
alive to our opportunities and faithful to 
our trust if we did not accept the ten- 
dencies and demands dictated by the 
needs of the insuring public. So the in- 
suring public has demanded and devel- 
oped a need for a more liberal cover on 
goods shipped on consignment and goods 
shipped not on consignment. A more 
liberal cover for the personal effects of 
an individual while traveling. A more 
liberal cover for furs and jewelry. A 
more liberal cover for fine arts, musical 
instruments, radium, films, salesmen’s 
samples, merchandise in transit, while 
awaiting or undergoing processing, prop- 
erty the subject of instalment sales con- 
tracts, bailee customers insurance and 
personal property floater risks. too nu- 
merous to mention. All of these have 
built up a class of insurance commonly 
denoted as inland marine insurance. 

It is quite essential for any agent serv- 
ing his territory to have in his office the 
facilities for meeting the insurance needs 
of his clients in this great, vast 2nd 
growing sphere of underwriting activity. 
But I warn you, it would be quite disas- 
trous, as has been shown by the past, 
for the agent to succumb to the liberality 
evidenced and necessary in this sphere 
of marine underwriting to the extent 
that he forgets that in the fire and cas- 
ualty business there is a Governmental 
supervision over the rates and forms 
which do not permit of such elasticitv 

It is well that there is one class of 
underwriting which can respond imme- 
diately to the dictates of commercial nec- 
essity so far as insurance needs serve 
business. Marine insurance is closely 
affiliated with commerce, particularly 
cargo, hull, and generally speaking, goods 
in transit. 

As insurance men we have stood fixed 
and snug with our rates and forms while 
all around us men and their property are 
changing in their ways and customs to 


=— 


ationwide 


Smith 


the extent that they subject themselves 
to different hazards and exposures. Fire 
and casualty rates and forms must, jj 
their legitimate field of activity is to be 
preserved to them, evidence a similar 
willingness and readiness to meet the 
insuring public’s demands. Otherwise. , 
situation is created whereby on the one 
hand you have the demand for relief jp 
rate or form, foreign competition willing 
to meet it, or a marine underwriter ac. 
customed to adaptable forms and rates 
grabbing it for himself, though it may 
be an illegal extension of marine under. 
writing. 
Status of State Departments 

We should not invite the state super- 
vising officials to do our underwriting for 
us. It is within the state supervising 
official’s functions, however, to define jn 
the light of the statutes, what classes of 
business we may write in pursuance of 
charter-writing power of our companies 

I reiterate that I believe my paper is 
most worth while if I avail myself of the 
opportunity of calling to your attention 
the fact that this work of defining the 
limits of marine insurance has been ac- 
complished. All that now remains is for 
us producers and the company under- 
writers, in cooperation with the super- 
vising officials, to see to it that this uni- 
form definition is enforced. The defini- 
tion was prepared with a view of sery- 
ing the best interests of the insuring 
public, at the same time not doing any 
violence to the language of the laws con- 
trolling writing power. 

3efore bringing this paper to a close, 
I desire to speak of the comprehensive 
form of policy used by several companies 
in some of the Western and Pacific 
States. This is an all-risk policy used 
to cover property at fixed locations and 
cannot be construed as a form of inland 
marine cover. 

Opposes Comprehensive Policy 

I am opposed to this form of coverage 
and would like this Association, if pos- 
sible, to go on record as opposing it. 

My reasons for opposing this coverage 
is that it will lead to the elimination ot 
specific coverages such as fire, burglary, 
plate glass, etc., and I believe that the 
companies in general are not yet pre- 
pared through proper study for the 
underwriting of all hazards at a fixed 
location; that fire insurance companies 
should not break down the separation 0! 
hazards between fire and casualty com- 
panies by the seizure of burglary, plate 
glass and other hazards now permitted 
to be written by casualty companies un- 
less they are prepared to have the cas- 
ualty companies invade the classes 0 
business which they now write. 

I might also state that in most states 
the legal objections to this form of in- 
surance are: 

(1) Violation of the standard fire policy 
law. 
(2) Violation of rating laws with regard 
to filed rates and forms. : 
(3) Violation of obligations of companies 
to underwriters’ associations promt 
gating rates and rules for the under- 
writing of fire insurance and allie 
lines. 
It involves the issuance of insurance 
coverage beyond the charter power 
of fire and marine companies, name- 
ly, the writing of burglary insurance 
at fixed locations and the issuance 
of all risk coverage on property not 
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CODES 


The word of the hour is “Codes.” 








Industries throughout the country are formulating codes of fair 
practice for their business. 


To this company a code is not new. We threshed this matter of 
code out long ago and decided upon a simple rule. 


On any important policy or agency consideration, we ask this 


question— 

Is it equitable? Is it fair to our agents? Will 

they applaud our stand, or be ashamed of us? 
Every infraction or gash in our “Code” of fair play remains an 
unhealed wound. 
This is not self-righteousness. Not at all. It may be old fashioned 
but we think it is common sense. 


For we know that we can not make a success of unfairness. We 
have no bags of clever tricks, no feat of legerdemain that will con- 
sistently bring profit, public good will and agency loyalty from 
sharp business practice. 


These come from industry, intelligent thinking, sound management, 
conservative judgment and playing the game strictly according to 
“code.” 


No insurance convention or gathering of insurance men could add 
anything to this conviction. 








So we haven't a “New Deal” for our agents. But agents seeking 
new representation will find our “Code” easy to work with—and 


mighty pleasant. 














Correspondence invited. 


Fidelity and 
Suretyship 


Casualty 


Insurance 





Standard Surety & Casualty Company 








of New York 


Home Office: 80 John Street, New York. N. Y. 
FRANK G. MORRIS, President 


“A Multiple Line Casualty & Surety Company” 
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Big Producers Discuss Conservation 


And Reclaiming Of Lost Business 


3-Hour Group Session Led by Albert Dodge Goes Into Non- 
Board Competition, Side Lines, Co-operative Advertising; 


Stanley F. Withe, Aetna C. & S., Praises Dodge 


Report to 


Chicago, Oct. 12—About twenty 
agents, each of whose offices produce 
over $300,000 annually in premiums, ex- 
pressed ideas on agency management 
and operation at a group conference that 
lasted over three hours this afternoon. 
Albert Dodge, Buffalo, presided and 
offered for consideration a list of sub- 
jects selected from inquiries of big pre- 
mium producers. A few of the subjects 
and summaries of the views presented 
follow: 

Conservation methods of holding pres- 
ent business of an agency and reclaim- 
ing business that has been lost. 

Every agent who spoke emphasized 
the necessity of maintaining personal 
contact with assureds, delivering policies 
when they are renewed, by consulting 
with assureds before policies are re- 
newed, so that new insurance will be sat- 
isfactory and by trying to be of service 
at frequent intervals while the insurance 
is in force. 

Attitude on Renewals 


Practically unanimous opposition was 
expressed to the custom of mailing re- 
newals without first having a personal 
meeting with the assureds. Mr. Dodge 
said that it has been a rule in his office 
for the last three years to allow no policy 
to be canceled without first ascertaining 
the cause. Getting the facts, the agency 
has reclaimed over $25,000 in premiums 
by being able to put back on the books 
policies previously canceled. 

He also said that when he delivers 
policies personally he has an opportunity 
to inspect risks, to see if values have 
changed and often to sell additional lines 
of coverage. 

T. C. Goss, Cleveland, tells an assured 
when delivering a policy just what haz- 
ards are covered so that in the event of 
a loss against which the assured is not 
covered there will be no criticism aimed 
at the agent for failure to try to sell 
full protection. 

Methods for handling company broker- 
age business. 

L. C. Hilgemann, Milwaukee, said he 
was personally opposed to maintaining 
a separate account for this business and 
prefers to include it with his own agency 
account and receive contingent commis- 
sions on it in addition to the regular 
overriding commission. It developed that 
some big city agencies keep separate ac- 
counts for company brokerage risks, thus 
losing the opportunity for contingent 
profits. 


Non-Board Competition 


How to meet non-board stock company 
competition was offered for discussion by 
F. A. Rollinson, Baltimore, in a letter as 
he was unable to come to Chicago. While 
this type of competition is troublesome 
now in Baltimore it is not a source of 
worry in most big cities. 

C. O. Ransom, Cleveland, said the local 
board,” in and out” and separation rules 
are powerful weapons in many cities for 
keeping non-board agents weak com- 
petitors 

Does it pay for a so-called large agency 
to push side lines? 

The answer was definitely affirmative. 
Several agents said they keep card in- 
dexes showing each line of insurance a 
client should reasonably have and then 
they call on him at regular intervals to 
seek additional insurance. These agents 
also said their cards show lines insured 
by competitors, with renewal dates, thus 
affording another opportunity for devel- 
oping side-lines. 

Does it pay for a so-called large agen- 


Convention 


cy to push life insurance and how should 
it be handled? 

It was easily the consensus of opinion 
that life departments offer big possibili- 
ties for agents by merely soliciting the 
clients already covered for fire and cas- 
ualty business. However, life insurance 
is such a specialized field that most 
agencies have a life expert who handles 
the leads presented by the fire and cas- 
ualty producers. 

Stanley F. Withe, publicity director, 
Aetna Casualty & Surety, who discussed 
co-operative advertising and other means 
by which agencies can better inform the 
public as to the value of stock insur- 
ance, said he considered Mr. Dodge’s 
report to the convention this morning on 
co-operative advertising by agents and 
companies, as the most comprehensive 
he had ever seen and thinks it is going 
to get results. However, he said the 
companies right now might be willing to 
expend over $1,000,000 as proposed but 
believes they would look favorably on a 
campaign not costing more than $500,000. 


Insurance Executives Head 


Attends All Meeting Sessions 





PAUL L. HAID 


Chicago, Oct. 13.—Paul L. Haid, presi- 
dent, Insurance Executives Association, 
attended all of the convention 
and also conferred with the Executive 
Committee of the National Association, 
on the proposed Code and other matters 


sessions 


Provisional Form To Protect Against 


Fluctuating Values 


Problems arising from fluctuating val- 
ues and particularly from the so-called 
reporting form of cover which was de- 
vised to protect against such fluctuations, 
were featured in the address by Jay S. 
Glidden, manager, Chicago Board of Un- 
derwriters, on “Fluctuating Contents 
Value Forms” before the opening session 
of the convention on Wednesday. Mr. 
Glidden was frank in saying that a form 
of policy offering adequate protection 
against fluctuation of values is here to 
stay; that the demand for it is legiti- 
mate. But his association, which has at- 
tempted to pioneer in this problem, has 
so far consistently declined to approve 
any reporting form based upon values to 
be filed by the insured. This attitude 
has been taken, not because such a form 
is inadequate for the insured but because 
it is believed to be unfair to the compa- 
nies and the agents, “who must neces- 
sarily meet the difficulties, the expense 
and other unfavorable points in connec- 
tion with this form of policy.” 

As an alternative, the speaker said, 
there has been approved and promul- 
gated by the Chicago Board of Under- 
writers what is known as the Merchan- 
dise and Fixture form with provisional 
amount of insurance. Explaining that 
this form has been endorsed but not 
adopted by the Western Underwriters 
Association and the Western Insurance 
3ureau, Mr. Glidden said: 

“The form is designed and proposed 
for use wherever the reporting form may 
be used. It is not a reporting form. The 
insured is not required to report any 
values of the property and the company 
is not concerned with what the values of 
the property may: be nuless oss occurs. 
In lieu of reports of values the form is 
so drawn that it will induce the insured 
once each month to adjust the amount 
of insurance so that it will at least equal 
the value of the property as of the close 
of the preceding month. 

“This action on the part of the insured 
is brought about by the terms of the co- 
insurance clause applying to the value 
of the property at the time of the fire. 
The specified amount of insurance is 


Urged By Glidden 


provided in order that the amount set 
forth under each item may be adjusted 
once each month to equal the value as 
of the close of the preceding month. The 
specified amount of insurance is there- 
fore not the total amount of insurance 
under the policy but is the factor which 
determines the total amount of insur- 
ance. 

“The form, therefore, distinctly dif- 
fers from the reporting form because in 
lieu of reports of value the assured noti- 
fies the agent of the company once each 
month with regard to the amount of in- 


surance required. The policy is then 
endorsed increasing or reducing the 
specified amount of insurance so that 


the amount thereof will conform to the 
value as of the close of the preceding 
month. The adjustment of loss then 
rests strictly on the contract as it is 
written and exists at the time of the loss. 
The burden is upon the insured to see 
that the amount of insurance is kept up 
to the proper amount so that the terms 
of the co-insurance clause will be met.” 

Concluding his address Mr. Glidden 
said: “Perhaps our provisional form with 
study and experience may be improved 
and simplified. Our only hope in con- 
nection with it is that it may stem the 
tide of the reporting form before it is 
too late; that we may revert to first and 
sound principles of insurance. Can we 
not even now leave the reporting form 
to a central authority dealing only with 
interstate risks of large value and find a 
more satisfactory alternative for local 
use? We locally can not breast this tide 
without the assistance of the company 
executives. Unless the issue is so drawn, 
our efforts will be of no avail. It is 
their problem. What shall the answer 


be ?” 


National Surety Exhibit 

Chicago, Oct. 11—The National Surety 
has an interesting exhibit here consisting 
of $1,000,000 in worthless checks, on 
which the company has paid losses over 
a period of years. The checks reveal 
clever methods used by crooks to obtain 
funds. 


NRA Code 


(Continued from Page 5) 


future date in Washington by the NRA 
Nevertheless, the members of the Ng. 
tional Association are fully determined to 
fight for acceptance of their proposals 
even though the battle may be long anj 
costly. 

The competitive practices section cop. 
tains solutions as prepared by the agents 
to such matters as branch offices, over. 
head writing, excess commissions, |inj. 
tation of agents and many other matters 
about which the agents and companies 
have as yet failed to agree. 

The branch office proposal is published 
elsewhere in this issue. 

Eager to Debate Subject 


At no time during this afternoon’s ses. 
sion was President Gandy forced to call 
on delegates to keep the discussion alive 
Agents in all parts of the crowded con. 
vention hall were constantly seeking to 
be heard and nearly everyone expressed 
the sentiment that the time had come 
when agents should seek to compel a 
showdown on production and underwrit- 
ing practices of companies which the 
agents deem as detrimental to their in- 
terests. 

Long before the convention opened 
here in Chicago agents all over the coun- 
try realized that the question of extend- 
ing the agents’ NRA code would be the 
most vital subject to be argued and acted 
upon. 

Since the executive committee of the 
National Association started its meetings 
at the Drake last Friday the code ques- 
tion was discussed at greater length than 
any other single matter. 


Varying Shades of Opinion 


In the lobbies of the hotel yesterday 
and today groups of agents weighed the 
advantages and disadvantages of seeking 
government aid in the solution of prob- 
lems. Many agents appeared to be skep- 
tical of a competitive practice section be- 
ing strongly opposed to governmental in- 
terference with business. Others were 
lukewarm towards such a section and be- 
lieved it should touch only a limited num- 
ber of practices. 

Others were openly militant in their 
demands that the National Association go 
the whole way in the direction of having 
the NRA force fire and casualty com- 
panies to desist from many of their pres- 
ent practices, which the companies feel 
are not unjustified. 

When the convention session _ this 
afternoon got under way all these vary- 
ing shades of opinion were presented 
frankly. The executive committee of the 
National Association, after mature fe- 
view of the sentiments expressed today, 
will decide just how many of the clauses 
in the proposed competitive practice sec- 
tion should be supported right through 
any controversy which may ensue. 

The National Association filed a code 
with the NRA in Washington several 
weeks ago, but this contains only pro- 
visions governing hours of labor and 
minimum wages. 

Expect Full Associatien Support 

The executive committee felt at the 
time that no decision should be made 
then with respect to competitive prac- 
tices until the present convention should 
have indicated its views. And _ those 
views favoring control of many company: 
agency relations, company practices and 
agency practices were so outspoken that 
the members of the executive committe 
are certain that their future decisions 
will have the whole-hearted support 0 
the rank and file of the association, a> 
suming the delegates here are truly re? 
resentative of the membership as a whole. 





Casualty Report to Committee 


Chicago, Oct. 13—The convention 
today voted to refer the report of the 
casualty conference committee to a SP 
cial committee of agents which will cot 
fer later with a committee of compa 
nies. 
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Some Amazing Stories Told By 
Agents On Financing Assureds 


Chicago, Oct. 12—Agents producing 
from $100,000 to $300,000 in annual pre- 
miums gathered at a group meeting at 
the National Association of Insurance 
Agents convention this afternoon with 
Frederick Hickman, Atlantic City, in the 
chair, and told their problems which were 
many. Naturally discussion had a lot to 
do with finance and with depression. 

Some of the stories told of how agents 
have to hold the bag when the assured 
cannot pay were quite amazing. ; 

For instance, one agent was carrying 
a line on a hotel in a resort town, the 
premium being about $10,000 a year. The 
hotel went into the control of a bond- 
holders committee located in New York. 
The hotel had nerve enough to ask the 
agent to finance the premium between 
seasons. This followed a bit of financing 
by the agent some months before, but 
when asked to carry the loan until the 
hotel started having summer guests 
again, in other words for some months, 
the agent finally tossed the business out 
of his office with caustic comments about 
the bondholders committee, saying, there 
was no reason why the committee could 
not raise the money among its Wall 
Street neighbors. 

“I talked turkey to them,” he said. 
“And I would not be surprised if I got 
that business back again as they must 
have seen the unfairness of their propo- 
sition.” 

Agents who have been stuck with com- 
panies failing and leaving them with the 
problem of what to do about return pre- 


miums told what they had done to meet 
the situation. Those fortunate enough 
to be able to send back return premiums 
on unexpired business said that it had 
helped their agencies. 

Depreciation of property came in for 
considerable comment, especially where 
properties are valuable and depreciation 
cuts down values hundreds of thousands 
of dollars such as office buildings. Not 
much headway was reached in solving 
problems incident to depreciation but a 
Providence agent told how idle textile 
mills of New England were handled. 

The New England Exchange promul- 
gated a special clause for vacant mills. 
In case of a partial loss where insur- 
ance had been reduced to meet depre- 
ciated value due to vacancy, wear and 
tear, then the same depreciations would 
apply on the repairs as were taken in fix- 
ing the amount of insurance. 

The old question of whether the agents 
doing up to $300,000 in premiums yearly 
should employ solicitors was threshed 
out as it has been at many conventions 
of this association. Most agents pres- 
ent were against employment of solici- 
tors, saying that members of the firm 
should be personal producers. If solici- 
tors were good they were apt to con- 
sider business their own and attempt to 
take it with them if they went to an- 
other office. 

The time taken in: training and edu- 
cating solicitors was too much to justify 
the expense and patience. 


Meeting Cut- Rate Competition; 
Placing Unusual Type Of Cover 


Chicago, Oct. 12—Cut rate competition 
was aired in the first part of the group 
session Thursday afternoon for agents 
with premium income of less than $100,- 
000. The principal argument seemed to 
center the distinction between 
reciprocals and mutuals, and it was 
urged that the Association lay off the 
mutuals and focus their criticism upon 
cut-rate companies stock or 
mutual. 


around 


whether 


It seemed agreed that there are no 
ways to beat non-agency mutual or cut- 
rate competition save that of intelligence, 
as it was in one case described where 
a cut-rate mutual was charging too 
much, yet satisfying an assured with a 
0% dividend. Intelligence was the 





means by which the cut-rate company 
was bested. 

An analysis showed that the stock 
company at standard rates could save 
this assured $85 a year and provide him 
with $1,700 more insurance. 

Another discussion revolved around 
the placing of unusual forms of cover 
and there was a unanimous feeling that 
difficulty is experienced in placing cover 
for long distance truck hauls. 

Ray C. Dreher, advertising manager of 
the Boston and Old Colony companies, 
urged the agents to take account of their 
stock, study their market and competi- 
tion. Mr. Dreher was at one time a 
local agent at Newark, N. J. 

The meeting at which he spoke was 
presided over by Sidney O. Smith, 
Gainesville, Ga., a member of the Na- 
tional Association executive committer. 





Withhold Resolutions 
In Co-operation Move 


Chicago, Oct. 13—Two_ resolutions 
Were prepared for submission to the con- 
vention, one dealing with the sixty-day 
loss clause and the other with the com- 
missioners’ resolution for company re- 
ports on overdue agency balances. Both 
Were aimed at company actions but in 
view of the offer of co-operation by the 
companies on the NRA Code matter it 
was decided not to vote on the resolu- 
tions but to refer subject matters to the 
executive committee for future action. 

Chairman Hassinger of the resolutions 
committee explained this to the conven- 
tion. 

_ This is probably the first time the Na- 
tional Association convention has ad- 
journed without passing resolutions. 

Mr. Cole, the new chairman of the ex- 
ecutive committee of the National Asso- 
Cation, said to The Eastern Underwriter 
after the convention, “History is being 
made rapidly now and in relations with 
Companies agents must be prepared to go 
fully half way.” 


E. M. Sparlin Wins Praise 


Chicago, Oct. 12—The convention to- 


day accorded a rising vote of apprecia- 
M. Sparlin of 
untiring 


tion to Ezra Rochester 


for his efforts as head of 


the membership committee of the Na- 
the 


tional Association for 


years. 


past cight 


Dodge Report Approved 


Chicago, Oct. 12—On motion of Scott 
Nixon, Augusta, Ga., the convention this 
morning voted to approve the public re- 
lations program report submitted by Al- 
bert Dodge, Buffalo. Summary of this 
report appears clsewhere. 


Get Louisville Invitation 


Chicago, Oct. 13—A_ delegation of 
Louisville agents extended to the execu- 
tive committee an invitation for the mid- 
year gathering of the National Associa- 
tion next year. 


Advertising Discussion Brings 


Out Many Interesting Points 


Frank S. Ennis of America Fore Group Gives Agents Practical 
Suggestions; North Agency, New Haven, Nearly 
Century Old; Using Window Displays 


Chicago, Oct. 12.—Following a talk on 
advertising and direct mail at one of the 
group meetings of the National Asso- 
ciation of Insurance Agents today, Frank 
S. Ennis, advertising manager, America 
Fore group, answered questions. 

The most interesting questions were 
asked by David A. North of North’s In- 
surance Agency, Inc, New Haven, 
Conn., one of the oldest agencies in the 
country and lacking only ten years of a 
century. It was started by John G. 
North, who was succeeded by John C. 
North, who in turn was succeeded by 
Richard North and Donald G. North. 

Mr. North said that this year the 
agency was considering advertising the 
fact in large space that it was ninety 
years old, giving companies it repre- 
sented and the amount of money which 
companies in the agency had _ paid 
through the agency in losses. But in 
talking about this with prominent per- 
sons in New Haven there were objec- 
tions voiced. It was thought, for in- 
stance, that some people might read of 
the losses and then ask why didn’t the 
agency also print the amount of pre- 
miums paid by New Haven people, so 
that premiums and losses could be com- 
pared. It was finally decided not to ad- 
vertise but to wait until the agency was 
a century old. 

Mr. Ennis thought that the agency 
missed a bet in not advertising. Any 
agency which can keep going for ninety 
years has a reason for telling its story 
and should tell it. And there is a lot 
to tell of how the agency has protected 
the people of New Haven over all those 
years, undoubtedly saving many _busi- 
nesses through the payment of insur- 
ance money after a fire or other dis- 
asters. 

When Questions of Policy Are 
Involved 


As to critics, Mr. Ennis said that they 
are everywhere to be encountered, that 
criticism is generally voiced while praise 
seldom reaches the ears of those who 
get the compliment. 

Mr. North then explained another sit- 
uation, asking for Mr. Ennis’ opinion. 

The New Haven Register came to the 
North Agency with a proposition to run 
a large ad every time it ran on the front 
page the picture of a fire, or some other 
kind of loss protected by insurance or 
needing insurance protection. The news- 
paper wrote the copy which included a 
copy of the front page picture. The 
agency was criticized by some conserva- 
tive people of the town such as_ bank- 
ers and professional men who said that 
the advertising was too flashy, spectacu- 
lar and out of keeping with the dignity 
of a concern nearly a century old. 

Mr. Ennis said that these objections 
should not have been permitted to carry 
weight, that their importance was over- 
emphasized. 

He then discussed bank advertising and 
illustrated how it is changing from the 
old, motheaten style of copy to be often 
as up-to-date as any of the advertising. 
He asked the agents present to take a 
close look at some of the best copy of 
the banks and trust companies and they 
would see for themselves that there was 
no merit in the criticism of New Haven 
Register - North Agency advertising, 
which the agency ran for some time but 
is not doing that style of advertising 
now-a-days. 

Answering questions of other agents, 
Mr. Ennis said that advertising should 
be continuous, that spasmodic advertising 





ENNIS 


through was in- 


FRANK S. 
which did not follow 
effective. 

Must Be Follow-Through on Ads 

One agent told of putting a quartette 
at some local affair and also going on 
the radio and wanted to know if that 
style of advertising helped. 

Mr. Ennis said it was all right if fol- 
lowed with advertising and direct mail 
to keep the name of the agency in the 
mind of the public. 

When asked about direct results of ad- 
vertising Mr. Ennis said that it was hard 
to put one’s finger on direct results, but 
that there were undoubted and sure re- 
sults if advertising were continued. 

In discussing direct mail he said in- 
surance agents were in the position of 
benefiting by the fact that ‘many insur- 
ance companies had good publication de- 
partments which prepared fine, direct 
mail matter, attractively illustrated and 
furnished it to agents without cost, 
whereas, in many other businesses the 
sales agencies had to pay for the ma- 
terial or pay a percentage of the cost. 

Before concluding he advised agents 
to make use of their windows because 
if they did not it was just like buying 
advertising space and not using it. 

“You have the window, you have the 
passer-by,” he said. “Give them some- 
thing to look at which tells an insur- 
ance story. But keep changing the win- 
dow so that it does not look antique and 
dusty. If you do not have someone in 
your office who can fix up a window 
strikingly you can find some one at a 
small expense, either a man who does 
department store windows or is a free- 
lance artist.” 


Fine Convention Handbook 

Chicago, Oct. 11.—In connection with 
the convention the Chicago Insurance 
Committee has published a most attrac 
tive convention handbook describing the 
main buildings and other sights of Chi- 
cago and giving a useful summary of the 
features of the Century of Progress Ex- 
position. With a striking cover in silver, 
black and yellow, the handbook is also 
profusely illustrated with photographs of 
the exposition. 

Credit for preparation of this hand- 
book is due largely to E. M. Ackerman, 
secretary of the Illinois Insurance Fed- 
eration and vice-chairman of the 
vention hotel and transportation com- 
mittee. 


con- 
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“A Century 


In presenting the theme of the Na- 
Association convention, “A Cen- 
Secretary-Counsel 


tional 
tury of Progress,” 
Walter H. Bennett on Wednesday morn- 
ing reviewed both insurance and general 
developments of the last one hundred 
years. He said that today the nation is 
passing through a season of change and 
to the timid disastrous possibilities pre- 
sent themselves. However, to the strong 
an unparalleled opportunity offers itself 
Sennett cannot 


local 


to forge ahead, and Mr. 
believe that this 
who had “made possible the wide dis- 
tribution of insurance protection and re- 
duced its cost to the public,” will be 
made to suffer. The speaker struck an 
optimistic note in his recitation of past 


man, the agent 


events and future possibilities. 

Following are extracts from Mr. Ben- 
nett’s address: 

The history of fire insurance is older 
than America itself. It grew of neces- 
sity, following the great fire of London 
in 1666. Before that time there was only 
marine insurance conducted on the indi- 
vidual underwriting plan. In our country 
it received its real impetus from the Chi- 
cago fire of 1871, when the rating system 
as we know it today came into being. 

It is frequently charged that insurance 
does not keep step with modern business, 
but when one considers its modest be- 
ginnings, when the first company estab- 
lished in this country refused to insure 
any dwelling which was surrounded by 
trees, because the company maintained 
its own fire department and trees made 
fire fighting difficult, and then views the 
comprehensive field of insurance today, 
I cannot agree that the charge is war- 
ranted. 


Expansion of Insurance 


The fire business has grown from sim- 
ple fire insurance to a widely diversified 
business. Casualty insurance had its in- 
ception strictly as health and accident in 
1850. Then followed steam boiler, plate 
glass, burglary, public liability, bank rob- 
bery and other lines. When automobiles 
came into existence they began to write 
That was in 1907. 
The next year the fire companies began 


automobile liability. 


writing automobile fire and theft. 

In 1911 Wisconsin adopted the first 
workmen’s compensation law. Since then 
practically all the states have enacted 
such legislation. Thus there sprang into 
being this singular combination of law- 
enforced social business which has proved 
itself the most troublesome branch on 
the insurance tree. Likewise the surety 
companies of later origin are constantly 
devising new forms of coverage to meet 
the demands of modern business. 


Local Agent Enters Picture 


And what of the American agent 
throughout this more than a century of 
progress of insurance? The first refer- 
ence I find to him is an extract from the 
minute book of the Royal Exchange, 
dated 1721: “Resolved, that no houses 
or goods be assured in America unless 
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to Lend New Zeal and Determination to Restore Normal 
Times; Gives High Praise to Record of Insurance in the 
Last 100 Years; Says Agents Can Face Future with 


Stout Heart 
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the company have an agent in the place.” 

In the beginning, insurance companies 
were local institutions and wrote only 
local business. The moment they began 
to expand, the necessity of the local 
agent was obvious. Thus it was that the 
North America, the first American stock 
company, organized in 1794, appointed its 
first local agent at Lexington, Ky., in 
1807. 

Insurance supervision by the states 
likewise soon followed in the wake of the 
first insurance companies, and beginning 
with Vermont in 1852 the states grad- 
ually have assumed supervisory authority 
over the business. 

The local board movement to which 
the agent of today looks for protection 
of his business from unfair and unethical 
practices also followed closely in the 
wake of the founding of insurance com- 
panies. Originally designed as _ rate- 
making bodies, they have for the most 
part, a notable exception being the Chi- 
cago Board, evolved into strictly local 
agency organizations, operated in a spirit 
of fair play and designed to protect the 
public from unreliable and unethical 
practices. 

We read in the history of the National 
3oard of Fire Underwriters that, fol- 
lowing the Chicago’ conflagration, 
“throughout the country there was a 
mighty revival of local boards.” 

The Chicago Board of Underwriters, 
now serving as host to this convention, 
antedates the National Board itself, hav- 
ing been founded in 1849, just nineteen 
years after the incorporation of the city 
of Chicago. It is unique in that it pos- 
sesses a special charter granted by the 
legislature of Illinois in 1861. Today 
every local board may well afford to fol- 
low its three-fold purpose: 

To insure the interests of insureds. 

To maintain uniform practices on the 
part of insurers. 

To maintain a fire patrol for the bene- 
fit of insureds, uninsureds and insurers. 

Any doubt that the agency system is 
to endure is dispelled by another refer- 
ence to the organization of the National 


Board in 1866, when a meeting was called, 
not of companies doing a branch office 
business, not of companies writing direct 
business, but of companies doing an 
agency business. 

Future of the Agent 


I believe that the local agent today can 
face the future with a stout heart, if he 
be guided by the last words spoken to 
Andrew Jackson, then a lad of fourteen, 
by his mother: “Make friends by being 
honest, keep them by being steadfast.” 

But the insurance producer must be 
ever vigilant in challenging attacks upon 
American agents, be they open or sur- 
reptitious. Neither depressions nor pan- 
ics nor controversies nor rates nor losses 
nor costs nor good times nor bad times 
should ever be an excuse for hamstring- 
ing the agent by restrictive operations, 
competitive devices or unfair compensa- 
tion. His contribution to the past cen- 
tury of progress is his passport to the 
next century of even greater progress. 

To the insurance agent, application of 


the new National Industrial Recovery 
Act must be viewed from an _ unique 
angle. 


What’s wrong with this standard of 
good citizenship for industries that the 
President has set as necessary for indus- 
trial recovery? Is insurance so sacro- 
sanct that it defileth the temple to men- 
tion dishonesty or trickery or cheating 
or unfair dealing within the sanctuary ? 
Can it be that these suggestions are so 
foreign to practices in the business as 
to be a slander to mention them? Or, 
mayhap these lurid tales that reach my 
ear from time to time are wholly imag- 
inary and the idle dreaming of chimeri- 
cal minds. 

Even so! If this principle of fair 
practice is right, we should eagerly seize 
it and ourselves use every possible en- 
deavor to promulgate and enforce it. If 
it is wrong as invading the province of 
private initiative and rugged individual- 
ism, we as brave Americans should de- 
nounce it and point out to an enthus- 
iastic citizenship and a misguided govy- 
ernment, the errors of their ways. 


Economic Revolution Now 


It is my solemn conviction that today 
we are going through an economic revo- 
lution in this country that will be just 
as pronounced and far reaching politi- 
cally as was the Colonial revolution or 
the French revolution. 

That doctrine which the courts have 
heretofore applied to certain businesses 
such as insurance and utilities, “clothed 
with public interest,” is about to be ap- 
plied to all business in the new so-called 
charter of liberty for all capital and all 
labor. That is certainly a fundamental 
change in the American philosophy of 
business. It goes even further than that 
with the declaration that business no 
longer exists primarily for private profit. 
While a fair profit is not denied it, there 
goes first the rehabilitation of American 
livelihood as the paramount necessity of 
social economy. 

If there be any among: us who shall 
declare that this thing that is cannot be, 
let him be classed with those who are 
so blind they will not see. 

Price fixing in industry, one of the 
major issues in the National Recovery 


ed 
=—_— 


—Keynote “Theme 


Act, is a troublesome question when ap- 
plied to manufactured products because 
when pitched on individual costs there 
is no way of determining the cost facto; 
unless a given industry as a whole de. 
termines on an arbitrary cost which jg 
unthinkable where so great a diversity 
of quality exists. j 
Insurance Rates 

Not so with insurance. Price fixing 
in insurance is not only as old as insur. 
ance itself but mandatory by law as well 
Therefore this part of the revolution jp 
industry is already a vital part of insur. 
ance. So for us the new revolution pos. 
sesses no terrors in that behalf. A little 
adjusting here, there and yonder, of the 
practices of those who are cutting cor. 
ners for competitive advantage, would 
appear to be not only a sound under. 
taking in insurance, but a movement in 
line with the National program as well 
Uniformity in insurance rates based 
upon a fair return on invested capital 
plus a reasonable compensation for all 
those engaged in it, is a reasonable, logi- 
cal fair and co-operative movement in 
support of our National Government 
which needs our support today as seldom 
ever hitherto. 

So what of the future? We of the 
National Association must realize that 
ours is a continuing labor. One task well 
performed for the insurance structure is 
but the reason for laying hold upon an- 
other. A failure to reach a given ob- 
jective should be the whip and spur for 
greater effort. To be diligent about one's 
own affairs is the key to success in every 
walk of life. 

I appeal to all the friends of insurance 
throughout the land to forego every sel- 
fish desire and every questionable mo- 
tive in a determination to take advant- 
age of a present public consciousness 
that will materially assist in placing all 
insurance on such a high pedestal that 
it will endure unimpaired for the next 
hundred years to the lasting credit of all 
those who will to do that which ought 
to be done. 

Let me give you the passwords. Loy- 
alty ! Co-operation! Solidarity! Persever- 
ance! Success! 





Fire Prevention Movement 


Praised by W. H. Bennett 


Chicago, Oct. 11—A number of agents 
attended the joint fire prevention lun- 
cheon of the Chicago Association ot 
Commerce, the Chicago Board of Under- 
writers and the National Association o! 
Insurance Agents at the La Salle Hotel, 
Wednesday noon. — Secretary-Counstl 
Walter H. Bennett of the National Asso- 
ciation and Dr. Charles H. Mayo 0 
Rochester, Minn., were the speakers 
Concluding his remarks Secretary Ben- 
nett said: 

“In congratulating this association I 
its forthright work during fire prevet- 
tion week, I appeal for a continuation 0! 
your interest throughout the entire year 
to the end that our people may, so [af 
as possible, be saved from their own 
folly of reckless and negligent destruc- 
tion of life and property.” 





America Fore Directory 


Chicago, Oct. 11—The America Fore 
group again published its useful direc- 
tory of delegates and guests attending 
the National Association convention 
This was distributed at the Get Together 
banquet and quickly proved popular. 

Another souvenir of the America Fore 
group was a contract bridge summary 
and score pad by Robert M. Brannon. 
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UNITED STATES FIRE 


INSURANCE COMPANY 
OF NEW YORK 
Organized 1824 
Statement June 30, 1933 


ASSETS 
Miley. 2 icnca ghareivalie ask annie eee oma $ 1,606,542.80 
United States Government Bonds 4,970,466.38 
Other Bonds and Stocks........ 17,840,416.92 
First Mortgages on Real Estate. 1,495,181.45 


Meee CONN cip-ncingaaaccednienacne 185,346.02 
Premiums in Course of Collection 1,371,636.81 


Bills Receivable, Not Due...... 162,472.06 

Interest AGCTURE «x6 iisécs cases 70,087.87 

Cee BOE 3 ec ccmscesccnaaces 46,387.76 
$27,748,538.07 

LIABILITIES 

Unearned Premiums ........... $ 9,706,749.61 

Losses in Process of Adjustment 2,005,685.00 

Oiler LIMES noice cdciccanss 391,858.78 

*Contingency Reserve ......... 3,675,568.30 

CREE. vseccdcewss $2,000,000.00 

Net Surplus ....... 9,968,676.38 

Surplus to Policyholders........ 11,968,676.38 
$27,748,538.07 


THE NORTH RIVER 


INSURANCE COMPANY 
OF NEW YORK 
Organized 1822 
Statement June 30, 1933 


ASSETS 

RE osc Ghaietaweee wenrn ca wees $ 965,784.13 
United States Government Bonds 3,706,035.09 
Other Bonds and Stocks........ 14,235,802.54 
First Mortgages on Real Estate. 644,999.00 
DOE ED 50 dos octane cees 12,049.36 
Premiums in Course of Collection 862,449.44 
Bills Receivable—Not Due...... 58,124.35 
Interest Accrued ......cccccees 41,111.18 
RY NI 6 ciioesgce ow kre arate 21,323.21 

$20,547,678.30 

LIABILITIES 

Unearned Premiums ........... $ 6,190,136.73 


Losses in Process of Adjustment 1,358,790.00 
Coee Tae 6 ocecvocieces 195,601.96 
*Contingency Reserve ......... 2,872,253.63 
ee $2,000,000.00 


Net Surplus ....... 7,930,895.98 
Surplus to Policyholders........ 9,930,895.98 


$20,547,678.30 








WESTCHESTER FIRE 


INSURANCE COMPANY 
OF NEW YORK 
Organized 1837 
Statement June 30, 1933 


ASSETS 
EY ee erate ere eee ee ae $ 1,143,805.59 
United States Government Bonds 1,443,134.93 
Se ND odin b akin neemeaes 6,611,282.99 
Stocks 7,918,472.84 


First Mortgages on Real Estate 330,110.00 
Premiums in Course of Collection 850,294.00 
Bills Receivable—Not Due ..... 141,771.17 
Apormed Interest: 22... 6ccccccccs 108,399.03 
Ee  o.aicie kmacslnne ewer 22,715.84 


$18,569,986.39 
LIABILITIES 
Unearned Premiums ........... $ 6,528,847.30 
Losses in Process of Adjustment 1,774,444.00 
Other Tiabilities: .....cccccececs 624,946.69 
*Contingency Reserve ......... 3,068,488.77 
CR bic diexaceas $1,000,000.00 


Net Surplus ....... 5,573,259.63 
Surplus to Policyholders ....... 6,573,259.63 


$18,569,986.39 











BRITISH AMERICA 


ASSURANCE COMPANY 
TORONTO, CANADA 
Incorporated 1833 
Statement June 30, 1933 


Ee er ier ee er $2,478,943.13 
aa es ar a cata Perea 1,130,343.63 
*Contingency Reserve .......... 264,781.09 
Surplus to Policyholders......... 1,083,818.41 








RICHMOND 


INSURANCE COMPANY 
OF NEW YORK 
Organized 1907 
Statement June 30, 1933 


MOOI arpraikinr siorpucrn mca desta ak wa $4,490,603.46 
EONNNG: gcc n'e son cdkakwnouews 1,563,699.49 
*Contingency Reserve .......... 485,855.50 
* Surplus to Policyholders......... 2,441,048.47 








*Contingent Reserve represents difference in full between 
values on New York Insurance Department basis and actual 
June 30, 1933, market quotations of securities. 








ALLEMANNIA FIRE 


INSURANCE COMPANY 
PITTSBURGH, PA. 
Organized 1868 
Statement June 30, 1933 


DRE, icendcdadsdaivabwtneses $5,210,206.98 
INE es cimrets pracorcerae ct eternetioae 1,874,691.51 
*Contingency Reserve .......... 554,699.74 
Surplus to Policyholders......... 2,780,815.73 





WESTERN 


ASSURANCE COMPANY 
OF TORONTO, CANADA 
Incorporated 1851 
Statement June 30, 1933 


RE po keen es cas rar ehteael $4,273,096.94 
DUNNER ncacteataceurbastienaas 1,893,398.23 
*Contingency Reserve .......... 637,066.59 
Surplus to Policyholders......... 1,742,632.12 

















SOUTHERN FIRE 


INSURANCE COMPANY 
OF DURHAM, N. C. 


Incorporated 1923 
Statement June 30, 1933 


ER, osc aekninehewnkns wemm mem $1,203,755.12 
CAMTAIAOE. occ cnet evewoessccsve 405,639.45 
Surplus to Policyholders........ 798,115.67 

+Market values of securities exceed Convention values 


by $21,865.44. Actual Surplus to Policyholders amounts 


to $819,981.11. 











CRUM & FORSTER 


110 William Street . - 


Southern Dept. 
ATLANTA, GA. 


Western Dept. 
FREEPORT, ILL. 


MANAGERS 


. Pacific Dept. 
SAN FRANCISCO, CAL. 


New York City 


Carolinas Dept. 
DURHAM, N. C. 


Allegheny Dept. 
PITTSBURGH, PA. 
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Warning Note Sounded By lowa Motor 


Vehicle Sup’t In Safety Symposium 


L. E. Wallace Sees Casualty Companies Fading from Automo- 
bile Underwriting Picture if Greater Co-operation in State 
Accident Prevention Campaigns Is Not Forthcoming; 
National Bureau’s Broad Safety Activities Reviewed by 


John J. Hall 


Chicago, Oct. 12.—As at Philadelphia 
last year the traffic accident prevention 
symposium proved a popular feature on 
the program and the talks this morning 
on the necessity for reducing automo- 
bile casualties and means employed to 


achieve this goal were listened to with 
keen interest. The topic was not dis- 
cussed from the floor as time did not 
permit. 

Following introductory remarks by 
Sam T. Morrison of Iowa City, chair- 
man, fire and accident prevention com- 


mittee, and William G. Hurtzig of Mor- 
ristown, N. J., president, New Jersey As- 
sociation of Underwriters, reviewed else- 
where in this issue, L. E. Wallace, su- 
perintendent of the Iowa state motor ve- 
hicle department, gave a brief, blunt and 
forceful talk, saying to the agents that 
either the casualty companies and agents 
are going to co-operate more thoroughly 
with state campaigns for accident pre- 
vention or “the casualty companies are 
going to fade slowly but surely from the 
automobile underwriting picture” by vir- 
tue of the states providing insurance for 
motorists. 

He complained of a lack of co-opera- 
tion financially from the companies 
which, he said, benefited directly from 
accident prevention efforts. In Iowa Mr. 
Wallace’s department is spending $5,000 
in the next three months on a highway 
safety publicity campaign. 


John J. Hall’s Brisk Talk 


John J. Hall, street and highway safety 
director of the National Bureau of Cas- 
ualty & Surety Underwriters, wound up 
the session with one of his sparkling, 
brisk talks, reviewing the broad activi- 
ties of the Bureau in all parts of the 


country and telling something of future 
plans. Co-operating with state motor ve- 
hicle commissioners the National Bureau 
is appealing to the motor tire and oil 
industries to incorporate safety mes- 
sages next year in their poster advertis- 
ing, national magazine advertising and 
radio programs. This can be done at lit- 
tle extra cost, he said, and the mes- 
sages will reach millions of people. 

Thousands of local agents today use 
the safety material offered for the ask- 
ing to producers by the National Bu- 
reau. This material includes posters, 
motion picture films, booklets, prepared 
speeches for civic organization meetings 
and other items. He strongly advised all 
agents to utilize the National Bureau 
service. 

In addition to the humanitarian bene- 
fits, reduction of automobile accidents 
has a strong economic appeal Mr. Hall 
said. An upward trend in motor car 
casualties increases insurance rates, 
which in turn build up resistance to auto- 
mobile sales. Such resistance has a det- 
rimental effect, not only on automobile 
manufacturers, but on all industries pro- 
ducing material for automobiles. To 
these industries insurance men should 
likewise appeal for co-operation in the 
highway safety movement, Mr. Hall de- 
clared. 

Work of the National Bureau with 
school children, the American Legion and 
police departments was reviewed by Mr. 
Hall to illustrate the wide scope of the 
Bureau's efforts. In the hotel lobby just 
outside the assembly hall about thirty 
selected automobile safety posters were 
on display throughout the convention. 
These drew considerable comment on 
their effect appeals from agents. 


W.G. Hurtzig Outlines Community 
Drive For Auto Accident Reduction 


Some practical suggestions on organ- 
izing a community for the reduction of 
highway accidents were contained in the 
talk by William G. 
New Jersey Association of Underwrit- 
ers, on Thursday at the highway safety 
symposium. A mass meeting of public 
spirited men and women was suggested 
as the first step at which a chairman, 
several vice-chairmen and_ secretary- 
treasurer should be elected. These elect- 
ed officers should then hold their own 
meeting and pick sub-chairmen for pub- 
licity, poster distribution, finance, educa- 
tion, law enforcement, speakers and in- 
spection committees. “In all of this or- 
ganization work,” Mr. Hurtzig stressed, 
“The National Bureau of Casualty & 
Surety Underwriters will be of great as- 
sistance, and this help will continue as 
your campaign progresses.” 

The speaker declared that the hearty 
support of the public is an essential re- 
quirement and for this reason he urged 
that a publicity committee be formed 
well in advance of other campaign activ- 
ities. The support of newspaper editors 
should be enlisted, and one person on the 
committee should concentrate on build- 
ing up as much accident prevention data 
as possible with plenty of local color. 


Hurtzig, president, 


Avoid Persecution 


“Care must be taken to avoid anything 
like persecution such as speed traps, hid- 
den police officers or a general campaign 
of arrests,” said Mr. Hurtzig, “but some 


method of bringing the enforcement of 
the motor vehicle laws to the public’s at- 
tention must be resorted to and the law 
enforcement committee should tie up 
closely with the publicity committee in 
this work.” An excellent plan, he 
thought, is to have warning cards printed 
and given out to offenders by the police. 

A meeting of all the mayors in the 
territory to be covered should also be 
held at which official recognition is given 
to the campaign. The co-operation of 
police chiefs and the state police should 
be sought in the law enforcement work. 
_ Mr. Hurtzig then suggested that the 
inspection committee could well be 
headed by the leader of the automobile 
dealers and garages association, and that 
this committee should get the official 
support of the motor vehicle commis- 
sioner. Certain well equipped garages 
and service stations should be designated 
as official inspection stations. All mo- 
torists shall have their cars inspected at 
one of these stations free of charge, it 
being understood that any work neces- 
sary to correct unallowable defects shall 
be paid for at the regular rates. When 
a car passes the test a windshield sticker 
is attached which states that the car has 
been inspected and passed. 


Raising the Funds 


As to raising of the necessary funds to 
put the campaign across Mr. Hurtzig 
suggested small donations from the vari- 
ous service clubs and a fee of $5 to be 
collected from each garage which is act- 


ing as an inspection station. He added: 
“Stickers at twenty-five cents each, stat- 
ing that the car displaying it is owned 
by an associate member of the safety 
campaign, can be sold to clubs and vari- 
ous organizations in lots of twenty-five 
to several hundred.” 

The importance of the speakers’ com- 
mittee was stressed. Well organized, it 
can spread the gospel of safe driving in 
innumerable places, said the speaker. 
Poster distribution in garages, post of- 
fices, hotels, public gathering places, store 


—=— 


windows and prominent traflic interse 
tions was also viewed as an essential “ed 
of the campaign work. The posters h 
felt, should be changed at least phe 
every two weeks; every city, town pe 
hamlet should be covered. 

In closing, Mr. Haurtzic Cautioned 
against haste in the formation and cont- 
pletion of a safety campaign and its com- 
mittee’s work, stressing that the drive 
can well run over a two-year period and 
if possible, should be made more or es. 
of a permanent nature. 


Novel AEtna Casualty Ad Exhibit 





Sample “Pages” from Aetna’s Book 


Chicago, Oct. 11—One of the most in- 
teresting of the advertising exhibits on 
display in the Drake Hotel here is that 
of the Aetna Casualty & Surety and af- 
filiated companies, which is devoted 
largely to sales and educational ads for 
the agent. 

The exhibit is built to resemble the 
pages of a huge book entitled: The Story 
of Aetna Sales and Educational Helps. 
It consists of twenty pages and cover 
and weighs more than a ton. The “cover” 
of this book, measuring four feet by six 
feet, stands at the entrance to Parlor 
M-17 in the hotel, and one “opens” the 
book by stepping inside the room. Here, 
neatly arranged in pairs around the 
room, are the “pages” which tell the 
story of “Why It Pays To Be An Aetna- 
izer.” Each “page,” in addition to a brief 
lettered message is illustrated by means 
of a hand painted panoramic background 
and a stage setting of miniature figures. 
These are enhanced and made more col- 
orful by electrical lighting effects. 

The first “page” of this exhibit is de- 
voted to the home office building of the 
Aetna Life & Affiliated Companies. A 
photographic enlargement of an airplane 


view of the building has been mounted 
in such a way that when the light flashes 
on, the building and its surroundings are 
shown in natural colors. The second 
“page” is a symbolic statement of the 
Aetna Companies’ record of claim pay- 
ments which has reached the huge total 
of $1,300,000,000. The background for 
this page is a landscape painting, and 
the setting, huge bags of gold at the 
end of a rainbow. 

Four “pages” of the exhibit are de- 
voted to the company’s plan of insur- 
ance and bonding protection (as shown 
in the above illustration) giving the prin- 
cipal steps in the application of this 
plan. The Aetna government service 
bureau in Washington is featured as wel 
as coast-to-coast claim service, _ the 
Aetna sales course, being a school con- 
ducted at the home office for commis- 
sion producers, and the home study 
course. 

Decidedly not overlooked are the wide- 
spread engineering and inspection actl\- 
ities, the visual selling helps, Safer Way 
service, radio advertising, sound movies, 
Aetna newspaper advertising and wit- 
dow display services. 








Honor Mr. and Mrs. Gandy 


Chicago, Oct. 13—The convention to- 
day presented retiring President Gandy 
and Mrs. Gandy with a silver coffee ser- 
vice as an expression of appreciation of 
his many years of work for the National 
Association. 





Sentiment Divided on the 


Comprehensive Property Form 

Chicago, Oct. 13—Sentiment on the 
comprehensive property floater is di- 
vided here. The merits of this policy 
were discussed at length by the Na- 
tional Council. The nationwide uniform 
marine definition approved by companies 
and commissioners does not give ap- 
proval to the householders comprehensive 
form. 


Eastern State Councillors 


Discuss Rate Credit Practice 

Chicago, Oct. 13—At the meeting o 
the Eastern State Councillors the pres 
ent practice of denying rate credits fol- 
lowing reinspection of risks unless the 
improvements warrant a credit of more 
than a specified percentage of the ral 
was discussed. 7 

Some agents felt that this practice '§ 
not justified now although they recog 
nize the company contention that th 
cost of inspections is too great to wal 
rant rate reductions for minor improve 
ments. 

In New York there must be a rate 
provement of 25% and in Massacht- 
setts 10%. ; 

E. J. Cole, Fall River, Mass., presided 
at this meeting. 
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Competitive Practice Clause in NRA 
Agents’ Code Urged by Goodwin 


Sees This Step as Means of Limiting Total Production Costs of 
Branch Offices and Home Office Counters; His Report as 


Chairman of Fire Conference Committee Before Conven- 


tion For Action 


Chicago, Oct. 11—Because fire and 
casualty companies as yet have not come 
to an agreement with the National As- 
sociation of Insurance Agents with re- 
spect to curtailing the operations of pro- 
duction branch offices, the fire confer- 
ence committee, of which Percy H. 
Goodwin of San Diego, Calif., is chair- 
man, recommended this afternoon at the 
executive session of the convention that 
branch office operations be regulated by 
insertion of a competitive practice clause 
in the NRA code covering insurance pro- 
ducers. 

Mr. Goodwin concluded his report by 
quoting the following recommendation of 

a branch office special committee to the 
cutee committee of the National As- 
sociation : 

Recommendation Made 


“The companies have failed utterly to 
lend their support to aid in correcting 
the unfair competitive conditions. For- 
tunately, we see our way out. In this 
regard the committee is in harmony. The 
whole background of the National Re- 
covery Act lies in fair competition in 
business and industry. We believe that 
the Administration will look with favor 
on our proposal to establish fair compe- 
tition in the insurance business just as 
it does in the textile, coal and other ma- 
jor businesses. We believe it is a mat- 
ter of simple justice to our membership 
to undertake to establish such fair com- 
petition. 

“We believe that in such an undertak- 
ing we would have the support of the 


companies which are in genuine accord 
with fair practices in the insurance busi- 
ness. We are convinced that the Na- 
tional Association has an opportunity to 
justify itself as never before through car- 
rying out its part of the President’s pro- 
gram, and protecting the agents from 
unfair competitive practices and the pub- 
lic from unnecessary expense which per- 
force must be reflected in the rate. Your 
committee recommends: 

“That in final preparation of a code 
of fair practices in insurance production, 
to be submitted to the National Recovery 
Administration, a clause be inserted 
which will limit total production costs of 
branch offices and home office counters: 

“(a) on fire business—to the prevail- 
ing scale of agency commissions; 

“(b) on casualty and surety business— 
to the scale of commissions and limita- 
tion of the number of branch offices; 
general and regional agencies, in accord 
with the companies’ own acquisition cost 
rules.” 

As the convention, at the time Mr. 
Goodwin made his report, had _ not 
reached any decision as to whether a 
competitive practice section should be 
included in the agents’ NRA code, fie 
said that consideration of the recom- 
mendation of the special committee must 
wait until the agents had reached a de- 
cision. 

The special committee on branch of- 
fices is composed of H. E. McKelvey, 
Pittsburgh, chairman; George F. Kern, 
New York City; Harvey B. Nelson, Jer- 
sey City; Allan I. Wolff, Chicago, and 


Complete Medical Control Featured In 
Craddock & Smith Compensation Plan 


\ definite plan for servicing compen- 
sation risks, which has proved successful 
because of its simplicity, 
Thursday after- 
Smith of 


in operation 
was presented to the 
noon session by Cruger T. 
Craddock & Smith, Dallas. First, it is 
to sell the executive officer of 
the corporation being solicited his re- 
accident control in his 
Accident cost is discussed 
rather than premium cost. Mr. Smith 
uses in driving home his argument the 
actual accident cost per dollar of pay- 
roll, together indirect cost of 
accident men, 


necessary 


sponsibility for 
organization. 


with the 
through breaking in 
and through the loss of production, ma- 
chinery, stock, ete 


new 


With this first step accomplished, he 
said, the engineering department is im- 
mediately requested to make a physical 
survey of the properties, and, so far as 
possible, a private survey as to the mor- 
ale of the organization, in order to de- 
termine the proper safety plan to be de- 
veloped in the organization under 
Scrutiny. When this has been 
completed and the together 
with such recommendations for physical 


survey 
deductions, 


correction as are necessary, have been 


compiled therefrom, a plan for safety 
work in the organization is then de- 
veloped by the engineers. Upon the com- 


Pletion of this plan, the agent and the 
engineer submit it to the executive in 
charge of the organization. After being 


carefully checked, item by item, the plan 
upon final completion, is set out as an 
operating guide by the executive to all 
of his superintendents and foremen. 
Mr. Smith emphasized that the engi- 
neering department of the plant has the 
responsibility for the carrying out of this 
completed plan. This department is the 
first line of defense, entrusted with the 
education of the key men in the organi- 
zation. The engineer, in fact, must put 
into actual practice the details of the 
plan agreed upon by his district engi- 
neer and the agent with the executive 
of the assured. Furthermore, the engi- 
neer must have at all times the full co- 
operation of the agent. “Too much em- 
phasis cannot be placed on this point,” 
said Mr. “inasmuch as 


Smith, one 
thoughtless remark can easily destroy 
relations built up by months of hard 


work,” 
Insists on Complete Medical Control 


An important feature of the plan is 
the demand made by Craddock & Smith 
that they have 100% co-operation from 
their assured in the control of medical 
cases. In this connection Mr. Smith 
said: 

“Our office has adopted the zone sys- 
tem in this territory for surgeons and 
medical care. In other words, there are 
various centers where the best hospitali- 
zation can be secured and where the 
best surgeons, physicians and other spe- 
cialists are immediately at hand for the 
prompt care of complicated injuries 

“The selection of the zone surgeon is 
based entirely on his ability; he is made 
thoroughly acquainted. with the work- 
men’s compensation act, requirements 





PERCY H. 


GOODWIN 


Walter H. Bennett, secretary-general 
counsel of the National Association. 

In the report production branch offices 
and home office counters were consid- 
ered as synonymous. 

Local agents contend that the expenses 
allowed production branch offices are far 
in excess of the commissions paid agents 
and therefore the acquisition costs of 
the business produced through branch 
offices are excessive and unjust to the 
public and the agents. Specifically, it is 
charged that branch offices not only bear 
the entire overhead expense, including 
the free rent, stenographic and telephone 
service, but pay commissions to solicitors 
and non-policy writing agents far in ex- 
cess of what other agents receive, in the 
face of the fact that agents must pay all 
their own office expenses. 





thereunder and the system of reporting 
required by this office. We do not make 
contracts with doctors nor hospitals. All 
cases, other than those of minor nature, 
are referred to this zone surgeon. We 
have found that the promiscuous distri- 
bution of serious injuries throughout the 
territory is productive of the worst 
results.” 


Physical Examinations Essential 

It is also most vital, said the speaker, 
that there be 100% physical examinations 
of the present force of the industrial 
plant and of all new men employed. In 
fact, the risk is declined unless this is 
agreed to. On this point Mr. Smith de- 
clared: 

“It is our experience that men who 
are physically unfit for the work under- 
taken are the most prone to injury, and, 
when so unfortunate as to be injured, 
are the hardest to cure. Furthermore, 
the expense of putting them back on 
their feet is entirely out of line with 
the premium which an insurance com- 
pany is paid for assuming the liability. 
When, in the examination of present em- 
ployes of an industry, there are found 
men with physical disabilities such as 
will not warrant their continued employ- 
ment by the organization, the co-opera- 
tion of our assureds is enlisted to in- 
duce these men to submit to corrective 
surgery or medical care that will place 
them in proper physical condition. 

“We find that employes welcome this 
thought. This opportunity for rehabilita- 
tion is rarely declined. We believe that 
this is the most constructive require- 
ment that we could make in the admin- 
istration of this class of business. After 
a year of this procedure, the average in- 
dustrial organization finds itself with a 
crew of physically fit men, capable of 
doing the manual labor required, and, by 
the very fact of their physical fitness. 
unusually amenable to the absorption of 
safety thoughts. The increased effi- 
ciency of an organization of such man 
power can readily be seen.” 


Many Companies Open 
Headquarters at Drake 


Chicago, Oct. 11—As this city is the 
headquarters for the Western depart- 
ments of so many fire and casualty com- 
panies it is not unnatural that numerous 
company groups should be represented 
here at the Hotel Drake. More than 
twenty companies and organizations are 
keeping open house to welcome their 
own agents and all others attending the 
convention. 

Among the companies having 
quarters here are the following: Aetna 
Life group, Boston Insurance Co., North 
British & Mercantile group, National 
Surety Corp., America Fore group, 
American of Newark, Hartford Accident, 


head- 


Fireman’s Fund, Standard Accident, 
Zurich, National Union Fire, Phoenix 
Assurance, Crum & Forster’ group, 


Springfield F. & M., Home of New York, 
Eagle, Star & British Dominions, Cor- 
roon & Reynolds group, Meserole group, 
Monarch Fire, London & Lancashire, 


North America group, Royal-Liverpool 
group, United States & G., Chubb & 
Son and American Automobile of St 
Louis. 





Modification of Sixty Day 
Loss Payment Clause Asked 


Chicago, Oct. 12—James E. Hassinger 
of New Orleans was ap ypointed chairman 
of the resolutions committee and Frank 
T. Priest of Wichita, Kans., chairman of 
the nominating committee. Each com- 
mittee consists of a representative from 
each state association. 

The National Council, composed of one 
representative from each state associa- 
tion, spent ecnsbdesihie time discussirig 
the sixty day payment practice of 
fire companies. Nearly all the council- 
lors disapproved this action by the com- 
panies, holding that the need for with- 
holding payments has passed and that 
continmetacn is causing a lot of business 
to go to non-board and non-stock com- 
panies not bound by the ruling. The ex- 


loss 


ecutive committee was requested to use 
its best efforts to secure a modification 
of the rule. 





Get View of Executive 


Committee “In Action” 
Chicago, Oct. 11—In keeping with the 
purpose of the Century of Progress Ex- 
position to show the public something of 
the detailed processes of manufacturing, 
communication, etc., the Executive Com- 
mittee of the National Association gave 
the agents who were here Saturday, Sun- 
day and Monday a chance to see it in 
action 
The Executive 
vided from the 
glass rather than 


Committee room is di- 
mezzanine corridor by 
a solid wall and those 


looking through could see Chairman 
Allan I. Wolff, President Charles L 
Gandy, Kenneth H. Bair, William B 
Calhoun, Percy H. Goodwin, Frederick 
Hickman, T. S. Ridge, Jr, Matt G. 
Smith, Sidney O. Smith, Walter H. Ben- 


nett and some others hard at work 


a a Present 


Chicago, Oct 1l1—In addition to 
Director Ernest Palmer of Illinois, two 
other insurance commissioners are here 


They are Superintendent O'Malley of 
Missouri and Superintendent McClain of 
Indiana. Commissioner Howard P. Dun- 
ham of Connecticut wired that he would 
have come if it were not for a 
meeting of a commissioners’ comn 


| 
special 
uttec 


— Officials Attend 


Chicago, Oct. 11 Among the bureau 
officials attending this convention are 
James A. Beha, general manager, Na- 
tional Bureau of Casualty & Surety Un- 
derwriters; John R. Dumont, nage 
Interstate Underwriters’ Board; Claude 
R. Fairchild, Association of Casualty & 
Surety Executives, and Paul L. Haid 
president, Insurance Executives Associa 
tion. 
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Live Tips On Advertising For 
Agents Offered By R. C. Dreher 


Boston and Old Colony Business Promotion Manager Discusses 
Direct-by-Mail Advertising, Visual Selling, Prospect Lists, 
Keeping Old Customers and Other Matters 


At the group conference Thursday 
afternoon for agents producing up to 
$100,000 annually in premiums Ray C. 
Dreher, advertising and sales promotion 
Boston and Old Col- 
Boston, those 
suggestions for in- 


He told the 


agents why direct-by-mail advertising is 


manager of the 
ony companies of gave 
present numerous 


creasing premium income. 


more effective than some other means; 
how to prepare good prospect lists; how 
to use visual selling; how to keep old 
customers sold and regain those who 
have dropped off the books. He also 
business 


other problems of 


Following are extracts from 


discussed 
promotion. 
Mr. Dreher’s remarks: 

New methods are of vital interest to 
all forward-looking agents. They have 
prompted many questions from the field. 
From these questions I have tried to 
most important ones so 
With your 
typical 


pick out the 
that we can discuss them. 
permission I will select some 
questions, discuss them briefly and then 
outline the answers as fully as time 
permits. 


What Every Agent Should Do Now 


I. What is the most important thing 
an agent should do at the present time ? 

If I were a local agent I would do 
two things. First of all, I would take 
account of stock. And I would do this 
by making a systematic, detailed and ac- 
curate survey of my business, my mar- 
ket and my competition. I would do 
this because I feel that many things that 
were once true about my customers, my 
prospects and my competition are no 


longer true. The late depression and the 


New Deal have made many changes. I 
would reorganize my selling and adver- 
tising in keeping with the times. I 
would find out why my customers se- 
lected my agency. This information 
would help me change prospects into 
customers. I would study my competi- 
tor’s methods of advertising and selling 
and try to work out a plan to check- 
mate them. 

The second thing that I would do 
would be to give real thought to those 
policies on my books marked “canceled.” 
The late depression took a severe toll 





of every agent’s business. People 
whose salaries were reduced or who lost 
their jobs had to give up necessary 
forms of insurance. Today men are 
scoing back to work and those people 
who were forced to cancel insurance 
policies are now getting ready to replace 
them. I would make sure that my “had- 
to-cancel” customers bought their new 
insurance from me and not from my 
competitors. 

II. What is the best type of adver- 
tisine for the average local agent? 

There are three kinds of advertising 
which an agent can use—newspaper, di- 
rect-by-mail, eye-arresting (window dis- 
plays and billboards). Most important 
of these is direct-by-mail. 


Mail Advertising 


Let’s compare the advantages of mail 
advertising with the advantages of news- 
paper advertising. 

First take circulation. The circulation 
of a newspaper is fixed. But this is not 
the case with direct-by-mail publicity. 
You can pick the kind and quantity of 
circulation that will in your judgment 
produce the best results. Your mailing 
list is flexible. You can divide your list 
under such sections as windstorm insur- 
ance, tourist, floater insurance and auto- 
mobile insurance prospects, etc. Further- 
more, each one of these sections can 
be divided into smaller groups taking in 
certain sections of the city. 

Newspaper publication dates are fixed 
but mailing dates of circulars and letters 
can be arranged to suit any need. Time- 
liness is important. Sometimes a big 
news story having an insurance angle— 
such as windstorm, big fire or explo- 
sion—comes in after the paper is off the 
press and too late to get out an extra 
edition. In such an emergency you can 
shoot out a message on a postal card 
to everyone on your mailing list in short 
order. 

If you have a message of interest to 
only, say, fifty people, such as sprinkler 
leakage, it would be foolish to present 
it to them in the pages of the news- 
paper, as the wasted circulation would 
be too great. Direct-by-mail would do 
the job cheaper. 

If you wish to start a campaign on 
some particular line of insurance, and 
want to get the jump on competition, 
don’t use newspaper advertising—use di- 
rect-by-mail. Your newspaper advertise- 
ments are read by your competitors just 
as you read theirs, and they know what 
lines of service you are featuring. A 
direct-by-mail campaign leaves them in 
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DREHER 


the dark. In this way you are able to 
keep one jump ahead of competition. 
Prospect Lists 

III. What is the best way to make 
up a prospect list? 

A prospect or mailing list is essential 
to every agency that wants to get ahead. 
Making up such a list is not hard. For 
a starter you will find your own list 
of policyholders to be your most profit- 
able source of prospects for other lines 
of insurance. Don’t neglect them. 

Your city directory or telephone book 
will supply you with more names. Pick 
out the names of people living in the 
better sections of your city. 

Public records such as tax lists, build- 
ing permits, marriage records and car 
registrations are another source of 
supply. 

Don’t neglect the membership lists of 
various clubs in your community. 

Your local newspaper will supply you 
with some live names. Press clippings 
tell of fires, automobile accidents, births, 
marriages, new businesses, real estate 
sales and so forth. It does not take 
much imagination to see that these items 
should furnish some highly productive 
names. 

Put each name on a card and file the 
cards so that you can select any class 
of prospect in any section of your ter- 
ritory. Here’s the way to do this sub- 
dividing. First arrange all the cards in 
the file alphabetically, using separating 
cards tabbed A, B, C, etc. Next paste 
on the cards small colored tabs, which 
can also be purchased at most stationery 
stores. For instance, a card with a red 
tab signifies an automobile insurance 
prospect, a blue tab a tourist floater 
prospect, and so on. If some on your 
list are prospects for more than one 
form of coverage, the various colored 
tabs denoting these coverages should be 
pasted on such cards. 

The cards can be divided into sections 
by punching combinations of holes at the 
top of the cards, each combination de- 
noting various localities, or, if you have 
but a few divisions, colored cards can 
be used. The success of your direct-by- 
mail advertising and your personal soli- 
citation depends to a large extent on the 
correct filing and indexing of your list 
and keeping that list up to date. 

Why Customers Leave 

IV. Why do customers leave? 

We recently conducted a “lost cus- 
tomer” survey and uncovered some of 
the reasons why customers say “Good- 
bye.” Here are a few of the reasons: 

One “lost” customer who placed his 
insurance for years with the largest 
agency in town switched because he did 
not know until after he had a loss that 
there was such a thing as Tourist Floater 
Insurance. By not pushing side lines, 
due, no doubt, to the small commissions, 
this agency lost a combined yearly pre- 
mium of over two hundred dollars. 

Another switched because a young, ag- 





——$_ 
=—=— 


gressive agent, who prepared the Way 
tor his sales talk with convincing direc. 
by-mail, showed him that by installin 
a few fire-extinguishers and making 
minor changes, his insurance could be 
written at a reduced rate. There is yer, 
little chance for the old agent to wip 
this customer back. 
Visual Selling 

V. What is visual selling and how 
can I use it? 

Visual selling is effective selling, ]j 
is selling with the aid of a portfolio 
Such a portfolio in the hands of even 
the average agent will step up his abi. 
ity to present an effective solicitation, 4 
visual selling portfolio is inexpensive 
and it is easy to build up. The contents 
should be divided into six sections: 

I. Equipment. In this section should 
be shown a photograph of your office, q 
photograph of the building and a brief 
history of your agency. 

II. Personnel. This section should 
contain a photograph of your office force 
with a paragraph devoted to the back. 
ground, training, experience and length 
of service of each member, together with 
photographs of company field men with 
their experience and qualifications. 

III. Companies. This section would 
be composed of photographs of home of- 
fices of companies represented together 
with their financial statements. 

Coverages. In this section would 
be a list of coverages written with some 
sample policies. Photographs, news- 
paper clippings and charts pertaining to 
the various policies would be of inter- 
est here. 

V. Customers. This section should 
contain a list of big names numbered as 
customers; a list of customers arranged 
by sections of city; a list of customers 
by lines of business to show scope of 
customers and photographs of homes and 
business properties insured. 

VI. Recommendations. This section 
would show letters from policyholders 
which tell of the quality of service ren- 
dered by agency and satisfactory ad- 
justment of losses. 

Making Calls on Clients 

VI. How many calls should an agent 
make per day? 

Whether business is good or bad there 
is a direct ratio between the number of 
your sales and the number of your calls 
If you average one sale in four solicita- 
tions, it is reasonable to expect five sales 
in twenty calls—that is, if you pick your 
twenty prospects with the same degree 
of care. 

Another factor enters the case. An 
agent who averages a high number of 
calls each day rapidly becomes efficient 
With constant practice he soon develops 
a better sales presentation than the 
agent who goes out only when the spirit 
moves him. 

An average agent who sets a quota 
and sticks to it, who makes an extra 
call if time allows, will sell more insur- 
ance than a better qualified agent who 
has no fixed quota. 

Use of Folders 

VII. What is the correct way to use 

folders ? 


Good folders which describe the vari- 
ous coverages are a powerful and reliable 
means of increasing premium income. 

No matter how eye-attracting or how 
convincingly written, no folder can help 
an agent bring in business unless it 1s 
put to work. And by being put to work 
I do not mean being put into an en- 
velope along with a bill or renewal just 
because the postage regulations will per- 
mit a little more weight. If you do this 
you are merely confusing the customer 
because you will be talking about two 
things at once. 

If a folder is to bring in business, 4 
definite plan must be followed. First, 
you must have a list of people you feel 
sure need the coverage the folder de- 
scribes. 

Second, a personally typewritten letter 
should go with every folder you mail 
out. The purpose of this letter is te 
arouse the interest of the prospects and 
make them want to read the folder. 

Last, and most important, every letter 


(Continued on Page 19) 
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Strength in an insurance com- 
pany must be enduring to 
deserve confidence from the 
insuring public. For genera- 
tions the strength of the Royal- 
Liverpool Groups has rebuilt as 
the elements have torn down. 
Throughout the seven seas— 
as enduring as the tides—that 
same strength will maintain. 
To the agent it means security 
— prompt service to his clients, 


entree, acceptance, salability! 
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cents Vote 


Evidently a large proportion of the 
f the National Ass« 


Insurance Agents favor some 


members 
kind of an 
] fire and 


automatic cance lation clause in 


casualty policies in the event that pre- 
+ | 


miums are not paid within a stipulated 


period. Questionnaires were sent out to 


10,000 members of the association a few 
» and to dz 
favor the automatic 
1,211 aré 


400 and 500 gave 


months ag ite the replies show 


4,174 


tion proposal; 


that cancela- 
opposed to it and 
between answers which 
cannot be classified directly as either for 
or against the proposition. Cards came 


back from members in every state 


asso- 


ciation, including Hawaii. These facts were 


brought out by James L. Case, of Nor- 
wich, Conn., past president of the Na- 
tional Association and now chairman of 
the automatic cancelation committee, 
when presenting his report to the con- 
vention at Chicago this week. 

Despite the opposition expressed by 


numerous companies and agents to 
straight automatic cancelation as a cure 
for the evil of 
Mr Case 


day a greater ¢ 


ver-extension of credit, 
that 


emand for 


feels certain there is to- 
1 limitation of 
credit to policyholders 


and that the idea of 


than a year ago 
automatic cancela- 
tion is rapidly gaining favor. He said 
that the National Bureau of Casualty & 
Surety Underwriters has appointed a 
committee to discuss the proposal with 
the National Association and with mem- 
bers of a similar committee which Mr 


Case hopes will be named by the Insur- 
ance Executive Association for the fire 
companies. In West Virginia the Insur- 
ance Department has, Mr. Case is in- 


formed, definitely committed itself to in- 
clude form of automatic cancela- 
tion in the new automobile liability poli- 


some 


cy which is being prepared. Mr. Case 
continued 
Seeks Joint Conference 
“We hope a joint conference of the 
committees representing the companies 
and ourselves may be arranged at an 


early date, and we are confident that af- 
ter a full and unprejudiced discussion 
some very definite conclusions will be 
reached. 

“If the proposal can be shown to be 
beneficial to the fire, casualty and surety 
business as a whole, and to the general 
public as well, we ought to be for it; if 
it cannot be, we should oppose it. 

“However, at the present time, we, as 
a committee, believe that the principle 
is sound and that it should be accorded 


thoughtful consideration and _ further 
study. In concluding this report, we 
would urge our entire membership to 
consider the subject from every angle 


possible, for as we have stated to you 
before, we believe the proposal is desir- 
able— 

“(1) Because the business of insur- 
ance demands prompt collection of pre- 
miums ; 

“(2) Because it would help both agents 
and companies to accomplish such a re- 
sult ; 

“(3) Because the fire, casualty and 
surety companies would thereby be given 
collection privileges similar to those now 
granted to life insurance companies; 

“(4) Because the 90 days rule now in 


ciation of 
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or Automatic 


Over 5,000 Replies Show That 4,174 Favor Clause in Fire 
and Casualty Policies Limiting Term of Credit to Policy- 
holders; 1,211 Express Opposition to Idea; Chairman 
James L. Case of Committee Tells of Conference Plan 
With Casualty and Fire Companies 


effect grants too long a period of credit 
to both agents and the public; 

“(5) Because present business condi- 
tions demand that the best possible col- 
lection methods shall be enforced. 

“We present this report as one more 
report of progress and with a very defi- 
nite hope that before the next mid-year 
meeting of our Association we _ shall, 
after conference with the companies’ 
committees, be able to make specific rec- 
ommendations as to the best ways and 
means of applying the principle to pres- 
ent day practices. The insurance busi- 
demands that practical methods 
shall be adopted and both agents and 
companies agree that something must 
be done to improve collections.” 


ness 


Quotes from Agents’ Answers 

Speaking of the replies to the letter 
sent to the 10,000 agents, Mr. Case quot- 
ed some of them as follows: 

‘I do not know; there are advantages 
and disadvantages.’ 

“*To be successful, the plan must have 
the approval of both companies and 
agents.’ 

““Tf an agent hasn’t sense enough to 
cancel a policy he had better get out of 
the business.’ 

‘I approve, but prefer a 60 day limit 
instead of 30 day.’ 

“Tt should have been done three years 
ago.’ 

“‘Such a clause would save both the 
companies and the agents about 90% of 
the present headaches.’ 

“‘T approve, for I believe that it will 
block the smart guys.’ 

“‘Could it so be arranged as to be 
optional with the local agent ?’ 

“‘The companies ought to broadcast 
it in the press and call the attention of 
the public to it. I favor it.’ 

“‘T have heard both sides. I have 
read everything published on the subject 
and I believe it would end our troubles 
in six months,” 

Reviews Work of the Year 

Other extracts from Mr. Case’s report 
follow: 

“Hundreds of letters have been re- 
ceived from local agents and some from 
company officials. Most of the com- 
munications are favorable to the pro- 
posal and affirmative action, in the form 
of resolutions, has been taken by sev- 
eral state organizations. 

“It was the hope of your committee 
that some very definite recommendations 
might be made to the mid-winter meet- 
ing, which was to have been held in 
Louisville last March, but that gathering 
was called off. 

“Fortunately, our national executive 
committee met in New York in May, 
and a report was presented to that body 
at that time. It was the unanimous opin- 
ion of the members of the committee 
that some action should be taken, as 
soon as possible, in order that we might 
obtain an opinion from the largest pos- 
sible number of our members as to 
whether or not they were in favor of a 
reasonable automatic cancelation clause 
or endorsement being added to fire, cas- 
ualty and surety policies, for non-pay- 
ment of premium within a certain num- 
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ber of days following the date of issue 
of a policy, and it was voted to instruct 
your committee to send a questionnaire 
to every member of our National Asso- 
ciation. 

“By so doing it was hoped that the 
response would be large enough to se- 
cure the opinion of at least a majority of 
our membership. 

“Should the replies indicate a very 
definite opinion in favor of the proposal, 
your committee was instructed to com- 
municate such a result to proper repre- 
sentatives of the companies and request 
them to appoint committees, similar to 
ours, for the purpose of jointly discuss- 
ing the subject. If, on the other hand, 
the replies should show that our mem- 
bers, as a whole, were opposed or, at 
least, were indifferent to the principle, 
it would then naturally follow that the 
time had not arrived for the adoption of 
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ancelation 


the proposal and the subject should be 
tabled and your committee discharged 
Letter Sent to 10,000 Agents 

“Early in July the following letter ang 
reply postal card were sent to over 100) 
of our members: 7 

““For the past two years the subjec 
of automatic cancelation of fire, casualty 
and surety policies for non-payment of 
premium has claimed the attention of 
our members from coast to coast. 

“*The proposal has been considered jp 
state meetings, insurance commissioners’ 
conventions, and in the executive couyn- 
cils of the companies, and your commit. 
tee feels that the time has now come ry 
ask for an expression of opinion from 
the members of our Association, in order 
that some definite action may be recom- 
mended. 

“‘Our proposal is that there be added 
to the policy contract, either by addition 
thereto or by endorsement, a clause sub- 
stantially as follows: 

“*“The premium herein must be paid 
in cash to the agent issuing this policy or 
to an authorized representative of the 
company, on or before the ...... day of 
the month succeeding the month in 
which this policy is to become effective 
Unless so paid at that time, this policy 
shall be null and void from such date.”’ 

“*At the May meeting of our executive 
committee, your special committee was 
instructed to send a questionnaire to all 
the members of our Association, with the 
request that each member would state 
his opinion as to whether or not he de- 
sired to see the proposal, in some satis- 
factory form, put into effect. 

“Tn order that such information may 
be received in time to prepare a report, 
with recommendations, to be presented 
at our annual meeting in Chicago in Oc- 
tober, we are enclosing an addressed re- 
ply postcard, and request that you im- 
mediately fill it in and return it to us 

“‘This is a very important matter, and 
your action and cooperation in connec- 
tion therewith are most earnestly re- 
quested. 

James L. Case, chairman. 
Very truly yours, R. 

“«*“T do (do not) believe in the princi- 
ple of automatic cancelation, and would 
(would not) like to see the same made 
a part of the policy contract, either by 
endorsement or addition.”’ 

“The response was almost immediate, 
and the cards came back to us by the 
hundreds.” 
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Making Local Board 
Meetings Attractive 


Chicago, Oct. 11—Before the opening 
convention this 
morning many agents attended the three 
local breakfast conferences, ar- 
ranged for agents in small 
dium sized cities and large Metropolitan 
centers. 

C. K. Liscomb, Duluth, Minn., pre- 
sided at the meeting for agents residing 
in cities from 50,000 to 250,000 popula- 
tion, and asked for suggestions on mak- 


session of the main 
board 


towns, me- 


ing local board meetings attractive to 
members. 

One local agent said his association 
charges for luncheon meetings in ad- 
vance and that guarantees attendance. 

Another local board achieves success 


by arranging meetings with civic officials 
for discussion of broad problems. 

Building up the financial strength ol 
local boards gives them power in thelr 
communities and keeps the interest 0 
members, Clifford A. Payne, Jackson- 
ville, Fla., said. 

On the subject of exchange of credit 
information through local boards, How- 
ard Snyder, Wichita, Kan., said. the 
names of assureds not paying premiums 
are sent to a general credit bureau in the 
city and these delinquents have trouble 
not only getting insurance elsewhere but 
establishing credit in any stores unt 
outstanding bills are paid. : 

Henry D. Wilson, Grand Rapids, 
Mich., said that it is the practice of his 
local board, when a policy is cancelled 
for non-payment of premium, to sem 
promptly the name of the assured to all 
board members so that he cannot gel! 
coverage in another agency until the 
earned premium on the cancelled polity 
is paid. 
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Reporting Form of U. & O. Policy 


Suggested for Use by Stock Companies 


Howard Campbell of Kansas City Says Assureds Seek Form to 
Keep Amount of Use and Occupancy in Step 
with Fluctuating Business Earnings 


A reporting form of use and occupancy 
policy for sale by stock fire companies 
was proposed by Howard Campbell, in- 


surance engineer for the well-known 


Kansas City agency of R. B. Jones & 
Sons, Inc., when speaking before the 
convention Wednesday morning on the 


seneral subject of modern insurance 


trends. He believes that application of 


a reporting form will give a much more 
accurate amount of insurance than any 
of the present forms used by stock com- 


panies. Today the only form of this 


kind in use is the adjustable premium 
form issued by the Ernest W. Brown 


reciprocals in June, 1932. So far the 


stock companies have taken no action to 
approve a reporting U. & O. form and 
Mr. Campbell fears that the non-stock 
carriers may secure some of the good 
lines by offering a form that appears to 


be well suited to modern insurance 


needs. 

Mr. Campbell’s talk, in which he dis- 
cusses both the advantages and disad- 
vantages of the reporting form now used 
by the assessment insurers, follows: 

While it is reported that the recipro- 
cals have had little market for their 
form, that is not surprising, as this has 
been a poor year for selling anything 
new or old in the insurance business. 
There is a demand on the part of our 
clients for a form which will keep the 
amount of U. and O. insurance more 
nearly in step with their fluctuating 
business earnings, and a reporting form 
seems to be the answer. Under the per 
diem per weekly, fluctuating, and contri- 
bution forms, the only means provided 
for an adjustment of the amount of U. 
and QO. insurance to current values, is 
constant vigilance on the part of the in- 
sured. That is far from being an ade- 
quate safeguard, as the disturbed condi- 
tions, which bring about a change in U. 
and O. values, distract the insured’s at- 
tention from his insurance, and the nec- 
essary corrections are not made. 


Will Keep Insurance in Line with Values 


A reporting form would meet this 
need, because as the use and occupancy 
values of a business are developed, day 
by day, as the business goes on, the au- 
tomatic coverage of the reporting form 
will keep the amount of insurance ex- 
actly in step with those values, and the 
continuous record, required by the re- 
Porting form of policy, will give an up- 
to-the-minute statement of the current 
expericnce and values for the adjuster’s 
use when a loss occurs. 

Some persons have questioned the 
feasibility of a reporting U. and O. form. 
The reporting feature has proven feas- 
ible in general coverage policies for 
Property insurance, in workmen’s com- 
Pensation policies, in manufacturers pub- 
lic liability policies, and in marine insur- 
ance, where the reporting idea has been 
used for many years on open cargo poli- 
cies. That is, the reporting idea, in it- 
self, is not a new, untried venture, but 
a well-established and successful insur- 
ance practice. 

All of this seems to show that we need 
4 reporting U. and O. form, not only to 


meet outside, but intelligent and fore- 
handed competition, but also to give our 
clients a really better form. May I take 
the rest of my allotted time for a dis- 
cussion of the outstanding good and bad 
features of this reciprocal form, or, shall 
we say, the assessment form, and for 
suggesting improvements for a_ stock 
company form? 

(1) It is interesting to note that all of 
the suggestions so far made for such 
forms use an annual value, instead of a 
daily or weekly limit to the insured’s re- 
covery, and follow, more or less closely, 
other features of the 100% contribution 
form. 

(2) The reciprocal or assessment car- 
rier’s form has no separate item for or- 
dinary labor payroll but uses, instead, an 
agreed percentage of the annual sales. 
A separate item for covering this value 
should be used, as the amount of insur- 
ance would then be based on the actual 
value shown by the insured’s books. This 
is especially important, now, when wages 
are being changed so greatly. 

Payroll Losses 


(2) The reciprocal form permits the 
insured to specify the number of weeks 
during which he will be able to collect 
ordinary payroll losses. The wisdom of 
that is open to question, as the insured 
is always optimistic, before the fire oc- 
curs, in judging the extent to which his 
business will be suspended by a fire. He 
should be protected against himself, by 
a limit specified in the policy, and based 
upon the experience of the entire insur- 
ance business, rather than his own. 

(4) The reciprocal or assessment form 
covers unusual expenses, incurred for the 
prompt resumption of business, only 
when that expenditure has been author- 
ized by the insurance carrier’s adjusters. 
The present limit, which is the amount 
by which the unusual expenditures re- 
duce the loss to the insurance carrier, 
should be retained and the insured 
should have a voice in authorizing the 
expenditures. 

(5) The assessment form covers the 
leasing or renting of any portion of the 
premises to others. While the present 
stock company forms do not specifically 
exclude claims for rents, they are not a 
part of the income, which is earned 
through the operation of the insured’s 
business, and should be covered by rent 
insurance policies. 


Exhibits Old Fire Marks 


Chicago, Oct. 11—On the main floor 
of the Drake Hotel the Insurance Com- 
pany of North America has an exhibit 
of old fire marks and ancient fire fight- 
ing equipment. 








Agents Go to the Fair 


Chicago, Oct. 13—On Thursday night 
most of the agents here went to the 
Dutch treat dinner held at the Blue Rib- 
bon Casino at the exposition and then 
visited the Fair attractions afterward. In 
the afternoon a group of agents made 
a tour of the Underwriters Laboratories 
in Chicago. 





Eight Hotels Kept Busy 


Chicago, Oct. 11—Agents and visitors 
to the National Association convention 
who were unable to secure accommoda- 
tions at the Drake Hotel are stopping 


at the Knickerbocker, Pearson, Mary- 
land, Ambassador, Edgewater. Beach, 
Blackstone and Lake* Shore Athletic 
Club. 


Delinquent Balance Agents 
Cases May Be “Reviewed” 


Chicago, Oct. 13—Albert Dodge, Buf- 
falo, N. Y., in connection with calls from 
state insurance departments for reports 
from companies on agents delinquent 
balances, read to the convention yester- 
day a letter from Superintendent Van 
Schaick, New York, to Theodore L. 


Rogers, New York State Association 
secretary. 
Mr. Van Schaick said the order for 


balance reports is not a threat of can- 
celation of licenses nor will agents be 
condemned for failure to remit premiums 
which they have not collected from their 
assureds. 

Agents whose balance records show 
improvement will not be approached by 
the New York Department, but those 
who show themselves to be behind con- 
stantly in remitting premiums to com- 
panies may find their cases “reviewed.” 





Praise for President Gandy 


Chicago, Oct. 12—Numerous company 
executives commented on the fine man- 
ner in which President Gandy conducted 
the sessions, starting them on time and 
keeping the program moving along with- 
out a hitch. His introductions of speak- 
ers were brief and snappy so as to con- 
serve time for addresses and discussions. 





Case’s Automatic Cancelation 
Report Is Not Discussed 


Chicago, Oct. 12—No discussion of the 
pros and cons of automatic cancelation 
of policies for non-payment of premiums 
followed the report delivered by James 
L. Case, chairman of the Special Com- 
mittee. 

The views of the individual agents are 
being ascertained by the questionnaire 
method and the National Association has 
still to obtain the views of fire and cas- 
ualty companies on how to curtail the 
evil of over-extension of credit to pol- 
icvholders. Mr. Case recommended con- 
tinuation of the study of automatic can- 
cellation, saying he hoped a solution 
satisfactory to all parties would be found 
in the next few months. 


California Wins Two Cups 


Chicago, Oct. 13.—California won the 
President’s Membership Cup for the 
largest percentage of increase in Asso- 
ciation membership for the year. 

Wisconsin, having the largest number 
of members registered here won the Des 
Moines Attendance Cup. Illinois was not 
eligible. 

The Detroit Association Cup, going to 
the state association showing the great- 
est combined mileage of members attend- 
ing the convention, was also won by 
California. Fourteen agents from that 
state attended this mecting. 


H. E. McKelvey Awarded 
Woodworth Memorial Cup 


Oct. 13—H. E. McKelvey, 
Pittsburgh, former president of the 
Pennsvlvania association, was awarded 
the Woodworth Memorial, going to the 
member of the National Association wno 
has rendered the most signal service for 
the agency system during the year, of- 
ficers and executive committee of the 
\ssociation excepted. Mr. McKelvey at- 
tained recognition because of his work 
on branch office sub-committee. 


T. C. Moffatt Missed 

Thomas C. Moffatt of Newark, past 
president of the National Association of 
Insurance Agents, who is chairman of its 
surety conference committee this year, 
was missed at the Chicago convention 
this week. Not in the best of health, 
Mr. Moffatt is on a motor trip through 
the Middle West. 


Chicago, 


Conference With Companies 


Committee Far from Dead 
Oct. 13.—Allan I. Wolff, re- 


porting on the deliberations of the ex- 
ecutive committee, said the conference 
and co-operation with companies com- 
mittee was far from dead. He spoke of 
several meetings of the committee here 
with company officers and while prob- 
lems are not settled yet, negotiations are 
proceeding in an entirely friendly 
manner. 


Chicago, 


Six Compensation Recommendations 


Made in George W. Carter’s Report 


Urges Agents, Brokers and Companies to Join Together in a 
United Front to Pull This Unprofitable Line Out of 
Hole; Favors 15% Top Cost Commission 


Six specific recommendations were 
made by George W. Carter, Detroit, 
chairman, casualty conference committee, 
to help solve the workmen’s compensa- 
tion problem. In submitting his report 
to the executive session on Wednesday. 
Mr. Carter stressed that the outlook in 
the compensation line is far from prom- 
ising and that the only possible solu- 
tion, in his opinion, is the joining of com- 
panies, agents and brokers in a united 
front, pulling together toward this goal. 
Mr. Carter beseeched the companies to 
bury the past and begin negotiations im- 
mediately for rate and schedule refine- 
ments and adoption of the recommenda- 
tions suggested. 

“Start anew with engines oiled and 
greased and rebuild for the future,” he 
urged. “This requires an open door, re- 
sponsive to the needs of the business, 
and recognition of a profit to the com- 
panies. The very essence of our New 
Deal, the NRA, fosters improvement in 
business, increasing employment and 
wages, and bringing more purchasing 
power. Any retrenchment in our under- 
writing facilities brings curtailment and 
reduces personnel and is a confession of 
our inability to recognize the future of 
the country. Let us obliterate the pages 
of the past in compensation insurance 

(Continued on Page 20) 





GEORGE W. CARTER 


Chairman of the 
Casualty Conference Committee 
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State Association Activities Are 


Reviewed by National Organization 


Membership, Regional Meetings, Local Boards, Dues, Legisla- 
tion, Agency Qualification Laws and Publications 


Among Subjects Considered 


When the state association officers 
held their meeting on Tuesday they had 
before them summaries of reports of 
state activities which had been prepared 
at the headquarters of the National As- 
sociation in New York individual 
reports received from each state organi- 


This eliminated the necessity of 


from 


zation. 
having each state association representa- 
tive report on his work. In other years 
it had been found that these individual 
reports consumed practically all the time 
allotted for the 
so at Philadelphia last year the state of- 
ficers passed a resolution that the Na- 
tional Association compile in pamphlet 
form the various reports for distribution 


state officers’ meeting 


prior to the convention. 

Subjects of importance in the summary 
are reviewed briefly as follows: 

Regional Meetings 

A few state associations hold a series 
of regional meetings each year and from 
the success they have had with them it 
would seem advisable for other State As- 
sociations to inaugurate a similar plan. 

Many members in each state associa- 
tion are unable to attend mid-year 
and/or annual conventions of the state 
association and for that reason a re- 
gional meeting is in a certain sense a 
form of convention that helps to retain 
their interest in association activities. 

Manager Moses of the Pennsylvania 
Association reports: “The regional meet- 
ings are in the nature of round table 
conferences and are not dominated by 
set subjects. This gives those attending 
an opportunity to exchange views and 
acquire information in which they are 
interested. Our state leaders who attend 
the meetings guide the discussions and 
see to it that the work of our National 
and State Associations is properly 
brought out and that as many new mem- 
bers as possible are signed up at the 
close of the meeting. Follow up work 
is done after each meeting to sign up 
members and collect dues.” 


The California Association has been 
particularly successful with regional 
meetings and in his report Secretary 


Colridge had the following to say: 
“Three years ago this association insti- 
tuted the regional meeting plan and we 
have found it most beneficial in carry- 
ing on the work of the organization. 
The state is divided into eight districts, 
each district being in charge of a com- 
mittee consisting of a chairman and at 
least six committeemen. At least two 
series of meetings have been held each 
year in each one of the districts which 
the president of the association and 
other state officers attend. The program 
consists of a report of principal activi- 
ties in which the association is engaged 
at that time and also a discussion of 
local problems.” 
Local Boards 

The local board has often been re- 
ferred to as the backbone of our State 
and National Associations. The logic of 
this statement is unquestioned and it is 
most encouraging to see that the num- 
ber of coextensive local boards is rap- 
idly increasing \ strong active local 
board properly organized and effectively 
protecting the interests of its members 
is a bulwark of defense and it is es- 
sential that every state association give 
whatever time is necessary to the devel- 
opment of strong, coextensive local 
boards in all parts of the state. 

The North Carolina and Arkansas 
Associations, for example, concentrate 


upon the development of coextensive 
local boards and the success they have 
had in this work has justified the time 
and money spent in developing them. In 
almost every state a few local boards 
are organized on a coextensive basis but 
in too many cases local boards have not 
yet seen fit to make it mandatory that 
all members join the State and National 
Associations. The National Association 
office has available certain literature rel- 
ative to the organization of local boards 
and this may be secured upon request. 
Legislation 

It seems that every state association 
had to spend considerable time on legis- 
lative activities during the past year. 
It appears as though the state associa- 
tions were forced to spend most of their 
time combating radical measures aimed 
at insurance and so far as we know, very 
few if any laws inimical to the inter- 
ests of agents were passed. 

As a result of being so much on the 
defensive, the state associations were 
forced to limit their activities in connec- 
tion with proposed legislation such as 
agency qualification laws, resident agen- 
cy laws, ete. 

Agency Qualification Laws 


In some states attempts have been 


made during every legislative year to 
pass some sort of agency qualification 
law. A suggestion on the part of Secre- 
tary Foreman of the Texas Association 
may help other state associations the 
next time they attempt to have such 
a law passed. According to Secretary 
Foreman, the word “qualification” pro- 
duces the real sales resistance and if 
such a law be called a licensing law in- 
stead of a qualification law, there is a 
much better chance of having it passed. 


State Association Publications 


At the present time approximately 
half of the state associations are pub- 
lishing some form of bulletin for dis- 
tribution among the members. In many 
cases this bulletin assumes the form of 
a mimeographed circular and in other 
cases a magazine of several pages pub- 
lished monthly is sent to all members. 


State Association Placement 


The local board placement plan of 
writing insurance on municipal and other 
large political lines of insurance is pretty 
well known by now, but the Oregon In- 
surance Agents Union has endeavored to 
develop a state association placement 
plan. President Landry reports that: 

“We made a bid on the state owned 
fleet of automobiles and we lost out on 
this by a very narrow margin; this busi- 
ness would produce about $3,500 in com- 
missions and we feel that while we were 
not rewarded with the business this 
time, at the end of the present policy 
year we will most probably be awarded 
that business and that will enable us to 
take care of all of the expenses of our 
association and probably enable us, when 
the time comes, to employ a full time 
secretary. 


Membership Dropped 13% in Year; 
10,033 Total Now; 10 States Gained 


California Added 257 and Has 970 Members Now, Chairman 
E. M. Sparlin Says in Report; North Carolina Increased 
Membership by 55% to Total of 338 


During the fourth year of the depres- 
sion the membership of the National As- 
sociation fell about 13% so that on Aug- 
ust 31 of this year the total membership 
was 10,033, compared with 11,487 on Sep- 
tember 1, 1932. Ezra M. Sparlin of 
Rochester, N. Y., chairman of the mem- 
bership committee, in presenting his re- 
port to the convention on Thursday, said 
that this loss of 1,454 members is not 
disheartening when it is considered that 
87% of the association’s membership was 
condi- 
tions. It 1,403 
new members were added during the last 
twelve California forgot that 
a depression exists and added 257 mem- 
bers. That state association now has a 
membership of 970. 


retained in the face of adverse 


is also significant that 


months. 


Following are extracts from Mr. Spar- 
lin’s report: 

The real “hole in the dike” is again 
caused by the large number of members 
dropped. Some of this loss, of course, 
is caused by factors beyond control, such 
as merger, retirement from business, 
death, etc. In the majority 
however, the 3,440 names removed were 
dropped because of non-payment of dues. 
It is true that 583 of these delinquents 
subsequently were reinstated, but that 
still leaves a total of 2,857 dropped and 


of cases, 


not reinstated. 

Many of 
bound to return to the fold if business 
A large 
number of them allowed their member- 


these former members are 


conditions continue to improve. 





EZRA M. SPARLIN 


ship to lapse solely because they could 
not afford to pay their dues. Hundreds 
of banks throughout the country were 
closed during recent months, but if the 
present plans of the Federal Government 
to reopen a number of them are suc- 
cessful, many agents whose funds have 
been tied up will be in a position to re- 
n°w their membership. Through this ac- 
tion alone the National Association 
should be able to regain a large part of 
the membership lost last year. 
Position of Individual States 
that 


Considering the obstacles con- 


===. 


fronted the state associations last year j 
is not unexpected that the majority = 
perienced a net loss in membership, Most 
of these sustained comparatively small 
losses, as, for example, 


states had a net loss of over 
their combined net loss amounted to 74 
more than half the net loss sustained ‘. 
all state associations. It is readily ap. 
parent that a substantial improvement jn 
our membership would be brought aboy, 
if special efforts were made in these foy, 
states to regain the ground already lost 


Ten States Increased Membership 


It is encouraging to note that there 
were ten states that were able to show 
a net increase last year, namely, Cajj. 
fornia, Idaho, Wyoming, Florida, North 
Carolina, Montana, New Mexico, Mis. 
sissippi, Arkansas and Honolulu. ‘ 

California had the largest numerica| 
gain, as that state closed the fiscal year 
with a total of 970, or 257 more than the 
September 1, 1932, total of 713. This 
represents an increase of 36%. It can. 
not be said California was less affected 
by the depression than any other state 
as economic conditions were as bad 
there as anywhere else in the country. 
The credit for this splendid record is due 
entirely to an energetic and able admin- 
istration whose officers secured _ the 
whole-hearted co-operation of interested 
key men throughout the state. 

The. California Association’s method 
of carrying on membership development 
work has proved most successful, and it 
would be well for other state associations 
to adopt similar plans. No effort is made 
to put on a concentrated intensive drive, 
but a patient and consistent attempt is 
made to educate prospective members on 
the advantages to be gained through af- 
filiation. Two series of regional meet- 
ings are held each year, and a particular 
effort is made to develop existing local 
boards and to organize new ones ona 
coextensive basis. As an indication of 
what can be done along that line, the co- 
extensive affiliation of the Los Angeles 
Insurance Exchange in August added 175 
new members to the California and Na- 
tional Associations. 


North Carolina Gains 


North Carolina was another state that 
also made a fine membership record 
Starting the fiscal year with a member- 
ship of 218, it was raised to 338 by Aug- 
ust 31, an increase of 120, or 55%. North 
Carolina’s increase in membership was 
due almost entirely to the development 
of coextensive local boards. Existing 
boards were made coextensive and new 
boards were organized on that basis. 

The Florida Association concentrated 
largely upon the development of coexten- 
sive local boards during the past fiscal 
year and as a result produced an increase 
of 32%. 

A local board co-operating 100% with 
the State and National Associations nat- 
urally expects, and receives, similar co- 
operation from the parent organizations 
Furthermore, a state association receiv- 
ing the support of a strong chain of co- 
extensive local boards is in a better po- 
sition adequately to safeguard the inter- 
ests of all its members than it would be 
if it lacked this united support. From 
a membership standpoint, development of 
coextensive boards not only makes tt 
easier to retain present members but tt 
also provides an excellent method where- 
by new members can be secured. 

Our work is clearly outlined for us, 
and in the interests of a stronger and 
even more powerful National Association 
of Insurance Agents, immediate plans 
should be made by every state asso 
ciation for carrying on membership de- 
velopment work systematically and ef 
fectively during this fiscal year. In the 
final analysis the membership standing 
of the National Association depends et 
tirely upon the degree of co-operation 
given to it by the individual State Asso 
ciation units. We are confident they 
will accept this responsibility and we ate 
also confident that the membership 
standing of the National Association 0 
August 31 next will prove this coni- 
dence has not been misplaced. 
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Modern Insurance Trends Viewed by 
L. M. Drake, Veteran Chicago Agent 


Chicago, Oct. 11—Lyman M. Drake, 
veteran Chicago agent and member of 
the firm of Critchell, Miller, Whitney & 
Barbour, was an outstanding feature at 
the opening business session today of the 
convention of the National Association 
of Insurance Agents with his discussion 
of modern insurance trends in which he 
vave his views on agency qualification 
laws, appraisal service on buildings, non- 
payment of cigarette losses and the tak- 
ing by companies of sixty days on pay- 
ment of losses over $500. 

Feeling that agency qualification laws 
have not done as much as agents ex- 
pected Mr. Drake suggested a law lim- 
iting the number df agents to the num- 
ber that could make a decent living out 
of the commissions paid in the territory 
for which licenses are issued. 

“The NRA attempts to guarantee a liv- 
ing wage,” said Mr. Drake. “Why should 
not our code provide for a limitation of 
agents or increase in commission? It 
costs more money to appoint and super- 
vise 1,000 part-time agents than it does 
100 whole-time agents.” 


Appraising Building Values 


With respect to valuations of build- 
ings Mr. Drake believes that the use of 
the 80% co-insurance clause is not as 
good as the valuations clause which was 
abolished some time ago. He spoke of 
the great difficulty of correctly apprais- 
ing building values and cited the case 
of the Stevens Hotel, which competent 
appraisers have recently valued as low as 
$0,000,000 and as high as $33,000,000. 

How can a policy be a reasonable in- 
strument that requires co-insurance to 
actual cash value under present business 
conditions, Mr. Drake asked? Here is 
his answer to the problem: 

Agree when a policy is written on a 
building on how much insurance is to be 
carried. If it is a depreciated building 


and the amount of insurance carried is 
less than replacement value, increase the 
rate proportionately. Or put it up to the 
assured by requiring him to insure for 
replacement value less agreed percentage 
of depreciation under a clause drawn 
like the co-insurance clause, but stating 
the year that the building was built and 
the percentage of agreed depreciation. 
Then add to the rate as is done for lower 
percentages of co-insurance as the de- 
preciation increases. 

With these facts clearly in the policy, 
if a company insured a building for more 
than it was worth it would be the un- 
derwriter’s fault. If it were not insured 
for enough, it would be the insured’s 
fault, Mr. Drake said. Neither of these 
methods would make a_ valued policy. 
The clause would read practically the 
same as a co-insurance clause. The com- 
pany gets paid for the added risk on old 
and obsolete buildings, and the assured 
gets paid for repairs up to the face of 
the policy regardless of depreciation if 
the replacement value is figured properly. 

On the subject of cigarette losses Mr. 
Drake said: “I am firmly of the belief 
that we are tending towards an exclu- 
sion clause on all policies. A careful 
investigation by actuaries should be made 
and possibly a reduction in rate granted 
for a small exclusion.” 

The speaker is not wholly in sympa- 
thy with the companies’ ruling to hold 
up loss payments in excess of $500. He 
said the companies should agree to pay 
for repairs to buildings as soon as ad- 
justments are made. He declared himself 
100% for holding up payments on sus- 
picious losses, but “when it comes to 
keeping an honest assured out of the 
use of his premises all winter or all sum- 
mer because he cannot get money for re- 
pairs IT am not for it. If this must be, 
insurance is woefully falling down in its 
mission.” 


Dreher Gives Ad Tips 


(Continued from Page 14) 


and folder you send out should be fol- 
lowed up by a personal call within two 
days after mailing whether you receive 
the return mailing card which is part of 
the folder or not. Any number of good 
reasons may prevent interested prospects 
from mailing the card or calling you up. 
Side Lines 

VIII. Does it pay to push side lines? 
_There are three good reasons why side 
lines deserve a place in the selling pro- 
gram of every local agent. 

_The first one is that these sales pro- 
vide additional income with a minimum 
of effort. 

The second is self defense. If you 
neglect to tell a customer about a side 
line and he has a loss, or if your com- 
Petitor tells your customer about the 
coverage before you do, why the chances 
are that you will lose a customer and 
get some unpleasant advertising. 

_The third reason is the use of side 
lines as entering wedges. Too much 
Stress cannot be placed on the value 
of an entering wedge when going after 
new business. It is a reminder that per- 
haps the old agent is not on the job. 
By selling inexpensive, but important 
side lines, you not only establish a con- 
tact but demonstrate the comprehensive 
= helpful character of your service 

; Keeping Old Customers 

IX. What is the best 

old Customers sold ? 
_ We recently analyzed the business of 
"ag . see just where the new 
renal aoe written originated and 
en that over 70% of the new 
pea written in the last three years 

! come old customers through 

forms of insurance and 


way to keep 


from 
the sale of new 


had 
their 


old customers 
agency to 


that their 
the 


the fact 
recommended 
friends. 

If I were a local agent I would re- 
sell my agency and its ideal to every 
customer on my books. I would tell 
them about every line that I write and 
give them the opportunity of buying. I 
would furnish my customers with facts 
about my agency which could be passed 
on to their friends. I would write 
“Thank You” notes or make friendly 
calls on those who lead prospects to my 
door. When a customer paid promptly 
I would write a friendly note in acknowl- 
edgement. 

If I came across some article in a mag- 
azine or newspaper that I thought would 
interest a customer I would send it to 
him. 

Definite Selling Plans 

X. Does it pay to adopt a month by 
month selling plan? 

Local agencies that make definite 
plans for going after new business and 
stick to them are the ones that con- 
sistently go forward. 

To carry out a definite program, the 
first step is to make an impartial ex- 
amination of your business. <A_ chart 
showing the business vou have done in 
each line for the past five years will tell 
you a lot. 

The sales curve for the average agency 
goes something like this—starts to climb 
in January and keeps climbing until 
April. Then it slowly curves down. 
reachine the lowest in the middle of 
Tuly. From then on until the first of 
September it creeps up to normal. If 
the dips are to be taken out of the 
sales curve svstematic campaigns must 
be stared with special emphasis on 
seasonable lines of covér because the 
chances are that these lines have been 
largely neglected. 











A STRONG AGGRESSIVE FIRE INSURANCE COMPANY 
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British Dominions 
Insurance Company Limited 
of Dondorn, England 








This is one of the largest English Insurance 
Companies doing business in the United States 
and writes all the hazards that are permitted a 
Fire Insurance Company to assume. It was the 
first to write Rain Insurance in this country. 

It believes in maintaining the splendid 
traditions as to the operations of the Old Eng- 
lish Fire Insurance Companies in this country 
for the prompt payment of losses, be they small 
or large, coming in the ordinary run of business 
or from conflagration disaster. 


ae ene 


It believes in the Local Agent and considers 
him the Bulwark of the Business, who should be 
accorded every helpfulness and courtesy. 








And it practices what it believes in. 





UNITED STATES BRANCH 
90 John St. New York City 











Prompt Intelligent Service 
To Agents 


WESTERN DEPARTMENT 
175 West Jackson Blvd. 
Chicago 


PACIFIC COAST DEPARTMENT 
114 Sansome Street 
San Francisco 
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Fire and Accident Prevention 


Efforts Needed 365 Days a Year 


Preliminary to the highway 
symposium which was the feature of the 
convention Thursday morning, Sam T. 
Morrison of Iowa City offered his report 
as chairman of the fire and accident pre- 
He briefly sketched 
the necessity for participating 
fully in efforts everywhere to reduce fire 
losses and injuries from accidents. His 


vention committee. 
agents 


report in part follows: 

In the scramble to get business, then 
collect for it after it has been sold, local 
agents are prone to overlook a very es- 
sential factor in the success of the agen- 
cy business and the institution of insur- 
ance—that of Fire and Accident Preven- 
tion work. 

The activities which make for greater 
fire prevention have much to do with 
insurance rates. They have much to do 
with the financial statements of fire in- 
surance companies—and in turn the very 
safety of the companies themselves. Why 
then should agents overlook fire preven- 
tion work, except possibly for the one 
week of the year which has been desig- 
nated as Fire Prevention Week? 

Equally important is the work of acci- 
dent prevention and everything which 
can be said of the value of fire preven- 
tion can be applied to accident preven- 
tion. The success of casualty companies 
depends just as largely on accident pre- 
vention work as does the success of fire 
companies on fire prevention. 


Up to Agents to Carry On 


It is surprising to note how “preven- 
tion minded” various service clubs, 
Chambers of Commerce, and even the 
Government have become, and it is al- 
ways up to the agents to carry on the 
work of accident and fire prevention. 
There are many ways in which this can 
be done. 

The United States Chamber of Com- 
merce, local Chambers, and the United 
States Government, under direction of 
our President, have taken over Fire Pre- 
vention Week, and led the way in this 
wonderful work. As our fire depart- 


safety 


ments have continued to grow more effi- 
cient and the children in our schools 
have been taught fire prevention, the re- 
sult is that local fire insurance agents 
are not so fire prevention minded as 
they were twenty years ago. Even the 
fire insurance companies do not preach 
fire prevention as formerly, but every 
year, by means of charts and tables, they 
show what has taken place the previous 
year. 

Until four years ago accident preven- 
tion, as the term was generally used, was 
designed to impress on employers of 
labor the necessity of protecting their 
help by protective devices and conse- 
quently reducing accidents. Companies 
and agents were very successful in pro- 
moting this program. 

This changed a very few years ago 
when automobile accidents rose to an 
alarming extent. Automobile accidents 
continued to grow to such a stupendous 
total that the whole country began to 
take interest. People became nervous 
when driving an automobile, as_ they 
never knew what another driver would 
attempt. This condition finally got so 
bad that the insurance companies began 
looking on all automobile casualty lines 
as poor business. 

The only recourse was a campaign to 
prevent such heavy losses. It is inter- 
esting to note how accident prevention 
work has been carried on throughout 
the country. Service luncheon clubs, the 
Red Cross, American Legion, garages 
and gasoline stations have united to mit- 
igate these wholesale accidents. The re- 
sults for 1932 show that automobile 
losses are being curtailed. Insurance 
companies now have automobile loss 
data in printed form, and it is up to the 
insurance agents of the country contin- 
ually to bring it before the public. 

Only by the concerted efforts of 
agents can we make successful the cam- 
paign for fire and accident prevention. 
It is not a campaign for one week. It is 
a 365 day per year job which every agent 
in his own interest and the welfare of 
the public should engage in. We can 
better our own business by decreasing 
fire and casualty losses. 


Drop in Expenditures Exceeded 


Decrease in Association’s Income 


Even though the finance committee of 
the National not have 
any easy time this last year in securing 


Association did 


income due from members and state as- 
sociations an upward level of activity by 


the national organization was main- 
tained, Edwin J. Cole of Fall River, 
Mass., chairman of the finance com- 


mittee, said in his report which was pre- 
sented to the meeting of state officers on 
Tuesday morning. Chairman Allan I. 
Wolff of the executive committee, pre- 
sided. Total receipts for the last year, 
Mr. Cole reported, were $19,144 less than 
the year before but correspondingly the 
total expenditures were $26,117 less than 
the preceding year. For the next fiscal 
year the total operating expenses are es- 
timated at $72,360, a drop of $10,400 from 
last year. Extracts from Mr. Cole’s re- 
port follow: 

“It therefore seems to your finance 
committee that substantial satisfaction 
must come from the realization that the 
financial expenditures of the Association 
for the past fiscal year have been sub- 
stantially less than provided in the budg- 
et. Restrictions have been made on 
every item, wherever it has been at all 
possible to do. this, resulting in economy 
in operating expenses substantially lower 
than anticipated a year ago. It proves 


what can be done when the necessities 
of the case require it. 


The further fact 





that the expenditures for the year have 
not exceeded our reduced income has 
been so only by reason of the most 
careful administration of the funds of 
the Association and close attention to 
every detail of expense. 

‘Because this report is prepared in ad- 
vance of the meeting of the executive 
committee this year it is necessary to 
here set down only the recommendations 
of the finance committee to the execu- 
tive committee in the matter of the prep- 
aration of the budget for the fiscal year 
beginning September 1, 1933. 

Budget For Next Year 

“A budget of operating expenses has 
accordingly been prepared for submis- 
sion to the executive committee, fixing 
the total net operating expenses for the 
next fiscal year at $72,360, a decrease of 
$10,400 from last year. We have done 
this only by providing for rigid economy 
in the necessary operating costs of the 
Association. It is anticipated that the 
executive committee will withdraw from 
surplus a sufficient amount to so reduce 
this budget as to maintain the reduced 
allocation inaugurated one year ago. The 
payment by the states of the reduced 
allocation hereinafter set forth, together 
with the outstanding balances on last 
year’s allocation, will equal the total net 
amount required for the decreased op- 
erating expenses for the new year. This 
reduction will only be possible provided 


every State pays its allocation in full, and 
the few delinquent states pay the bal- 
ance outstanding on the past year’s allo- 
cation. 

“Tt must be a source of gratification 
to the state associations that the alloca- 
tion for the new fiscal year beginning 
September 1, 1933, will therefore be based 
upon a charge of 50 cents per month per 
member or $6 per year, for the number 
of members carried on the rolls of the 
National Association for the last fiscal 
year, even on a decreased membership 
basis. This will produce a total alloca- 


a 


tion of $12,875 less than the precedjp 
year and a reduction of 18.5% from the 
allocation of last year. The finance ang 
executive committees are hopeful tha 
this reduction in income will not mater. 
ally affect the activities of the Nationa) 
Association for the coming year, The 
reduction is only possible because je 
have on hand a modest surplus from 
which can be withdrawn an amount to 
cover the difference between the total 
reduced allocation to the several States 
and the net budget of operating ¢,. 
penses.” 


Seek Collateral Linesin Writing Small 
Compensation Risks, Ney Urges 


The problem of soliciting and handling 
the small compensation risks, those not 
large enough to qualify for experience 
rating treatment, was discussed before 
the convention Thursday afternoon by 
Frank J. Ney, vice-president and treas- 
urer of the Fred L. Gray Co., Minneap- 
olis. Mr. Ney urged that in writing these 
smaller compensation risks the agent 
should aggressively solicit the natural 
collateral or supporting lines like auto- 
mobile and bonds, as well as the con- 
current or collateral contractors’, manu- 
facturers’, owner’s, landlord’s and tenant’s 
public liability, elevator liability, plate 
glass, burglary and robbery, contractual 
liability, mechanical or boiler, and other 
lines. He said: 

“Many assureds carry such lines with 
other companies at exactly the same pre- 
miums as you would charge them. There 
is no cut rate competition here. Many 
other assureds have never had any of 
these collateral lines properly presented 
to them by the agent writing their com- 
pensation coverage, particularly the con- 
current contractors’, manufacturers’ or 
the owner’s, landlord’s and tenant’s pub- 
lic liability. Wherever these smaller 
compensation risks do favor the same 
carrier with their collateral and sup- 
porting lines the difficulty of caring for 
them is tremendously reduced. You, as 
an agent, also profit directly and indi- 
rectly. 

“It goes without saying that where 


there are concurrent or collateral pub. 
lic liability lines they can be, and in fae 
frequently are actually inspected at the 
same time as the compensation opera- 
tions. This is a saving in company ex. 
pense. They do not so often have claims 
or losses in the same year with the com- 
pensation coverage. They usually re. 
flect a much better average loss ratio 59 
that over a given period the combined 
loss exhibit will generally support an ad- 
verse year here or there on compensa- 
tion. That is why all companies desire 
these collateral miscellaneous lines and 
are insistent that they be placed with 
the compensation coverage. 

“Without this support it must be ob- 
vious to any fair-minded person that no 
assured or any agent can reasonably or 
for long expect their compensation car- 
riers to absorb or digest these unsup- 
ported small compensation risks, espe- 
cially on ‘new business.’ 

“Many agents reporting to our own 
office have done a complete ‘right-about- 
face’ and have pressed tactfully and 
firmly for the supporting of collateral 
lines. We can assure you that they and 
even we have been truly astonished at 
the actual results they have obtained. 
While this procedure will not qualify 
every risk in which you may be inter- 
ested for compensation coverage, it will 
improve your position with the assured 
and in turn the position of both your 
assured and yourself with any company 
writing the assured’s compensation in- 
surance.” 


Carter Report On Compensation 


(Continued from Page 17) 


and start underwriting the history of the 
future.” 


His Recommendations 


Optimistically Mr. Carter told how this 
revival of business with the return of 
steady employment, increased payrolls 
both en masse and unit, presented a more 
encouraging outlook for workmen’s com- 
pensation, providing, of course, that cer- 
tain fundamentals can be worked out 
satisfactorily without delay or red tape. 
These he recommended as: 

1. Project rates on basis of 1932 ex- 
perience. 

Abolish 
ately. ° 

3. Project experience rating plan to 
embrace first six months of the current 
policy period, thereby following the trend 
and keeping pace with the underwriting 
requirements. 

4. Increase minimum premiums to $50 
on all risks. 

5. In rate making procedure, each fac- 
tor of expense to be the same for each 
company. 

6. Establishment of central audit bu- 
reau. 

“Compliance with these recommenda- 
tions,” Mr. Carter said, “together with 
rating requirements recently adopted, 
such as elimination of interstate rating 
and occupational disease coverage with 
a buy-back privilege at additional cost, 
will, in my opinion, assist materially in 
placing the compensation business on a 
sound underwriting basis. If this pro- 
gram can be adopted immediately or 
some other similar constructive method 


schedule rating immedi- 





found to solve the problem, the agents 
and brokers of this country, in my judg: 
ment, should and will support the com- 
panies in their effort to rehabilitate this 
branch of our business. 

Urges 15% Maximum Commission 

“I recommend for your consideration 
at this meeting revision of commission 
to a top cost of 15% and in addition, 
the assumption of a part of the compa- 
nies’ engineering expense on_ business 
written by the company for each agent. 
This will force service from the produc- 
tion field and bring about a safety-mind- 
ed agency force that is bound to reflect 
improvement in the accident frequency 
and severity confronting the business. 

“The American institution of insurance 
has always been mindful of its contr- 
bution to the welfare of the country and 
its record during the past four years 
entitles the business to the everlasting 
respect of the people and the sincere 
and constructive help of all state insur 
ance departments in assisting and ap- 
proving a program that will permit the 
companies to live and let live.” 


Served Baked Beans, Apples 


Chicago, Oct. 11—Many agents visited 
the headquarters of the Boston and Ol 
Colony here where Ray C. Dreher, ™ 
charge, presented something quite out 
the ordinary. Over the door was an at 
cient appearing sign bearing the words 
“Boston Tea Party.” Inside the room 
had been transformed to typify Old New 
England, and visitors were served with 
baked beans, apples and candy. 
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President Gandy’s Report 
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ness through divorcement of all affiliates 
may result in further consideration of 
the insurance angle. 
Sixty Day Loss Payments Rule 
Condemned 

The year brought an innovation in the 
fre insurance business in the invoking 
of the sixty day loss payment clause of 
the policy contract. Sympathetic with 
the purposes of the companies to keep 
down the moral hazard, many members 
of the Association in the first instance 
were inclined to accept the companies’ 
dictum. But when it came to the actual 
operation, it was found to be unwork- 
able. Some of the most prominent of 
the company executives have come to 
realize the enormity of the handicap un- 
der which stock fire insurance is placed, 
and there is every reason to believe that 
the action will be reconsidered. 

The very basis of stock company ope- 
ration is “Prompt Payment of Losses.” 
That is the foundation on which it is 
built. That is the basis on which it has 
grown great. In arbitrarily withholding 
loss payments for sixty days, which un- 
doubtedly is within its right, fire insur- 
ance is disrupting the confidence of the 
public which it has been building up for 
more than a century. The honest claim- 
ant expects prompt settlement of his 
loss, and is righteously indignant against 
the company which refuses it to him. 

The assessment and non-board stock 
companies are making the most of the 
situation. The agent is left with the 
bag to hold. We recommend that this 
convention call upon the companies to 
discontinue this practice. We will find 
many company executives who have fol- 
lowed the will of the National Board 
through loyalty to that organization, 
ready and anxious to justify their con- 
sistent advertising of prompt loss settle- 
ments. It must be understood that we 
recommend prompt settlement only in 
cases which are without suspicion. We 
believe that by far the majority of losses 
reported are honest losses. In this in- 
stance, the honest claimant is made to 
suffer for the occasional dishonest one. 
Equity demands that the fire insurance 
companies return to their former policy 
of prompt payment of losses. 

Premium Financing 

Our last convention was stirred by the 
question of premium financing. Many 
gents require it in some form, and pre- 
mium finance companies sprang up like 
mushrooms. A movement was afoot for 
the companies to establish their own pre- 
mium finance company. Now the atmos- 
phere has cleared. A joint committee of 
fire and casualty companies has turned 
thumbs down on the project. The dan- 
ger of this proposition lay in the proba- 
bility of such an organization’s making 
direct contact’ with the assured. We are 
sympathetic toward the decision of the 
committee. It may in some cases work 
a hardship on individual agencies which 
have availed themselves of the services 
of premium finance companies, but we 
cannot fail to agree that there should 
be uniformity in premium financing and 
that no contract with a premium finance 
corporation should be allowed to disturb 
the’ provisions of the policy contract. 

Automobile Fleets 

We still have with us fictitious auto- 
mobile fleets. Scarcely a day passes with- 
out bringing news of some big corpora- 
tion which has effected arrangements 
with an insurance company for cut rates 
for the automobiles of its employes. 
There is no reason to dwell here upon 
the injustice of such proceeding, nor the 
manner in which it tears down the rate 
Structure. We believe that this practice 
1s doomed. In the past, insurance com- 
Missioners have issued rulings against it, 
and nothing has been done to enforce 
them. Within the past few months, the 
New York, Illinois and other depart- 
ments have taken definite steps toward 
enforcement, 

he New York department has de- 


clared that no company can write a fleet 
even though it maintains the rate within 
the state, if it writes at less than stand- 
ard rates in unregulated states. The IIli- 
nois department has called on all com- 
panies writing any form of automobile 
insurance in that state to make a report 
on its interstate fleet writings. A few 
companies are notorious for their ficti- 
tious fleet writing. The National Asso- 
ciation has pounded away for years on 
the subject. It is our belief that the 
days of fictitious fleet operation are 
numbered. 


Reinsurance With Non-Board Companies 

The National Association, time and 
again, has pointed out the utter folly of 
bureau companies, which ostensibly are 
trying to maintain the rate structure, 
and are spending vast sums of money so 
to do, exchanging reinsurance facilities 
with companies which remain outside, 
and deliberately seek to destroy it. There 
is a clause in the constitution of the 
National Bureau of Casualty and Surety 
Underwriters which forbids the granting 
of reinsurance facilities to companies 
which do not abide by its rates. That 
clause has been violated consistently. The 
Bureau has now called upon its member 
companies to make a check on its rein- 


surance arrangements, and to discontinue 
providing reinsurance facilities to com- 
panies which do not abide by the stand- 
ard rates. This is a heartening step, but 
it does not go far enough. 

There is also a clause in the Bureau’s 
constitution which forbids its members 
from granting reinsurance on bonds to 
companies which do not subscribe to the 
Towner Rating Bureau schedules. It 
follows that a company may cut casualty 
rates to the bone, and if it abides by 
the Towner Rating Bureau schedule on 
bonds, a bureau company may reinsure 
its bonds to the limit. Nor is there any- 
thing to prevent its supporting a rein- 
surance company, obviously dependent 
for its existence upon the bureau com- 
panies, which nevertheless grants facili- 
ties to cut rate companies. 

The casualty and surety businesses are 
so closely interlocked that such discrep- 
ancies should be obviated. Your officers 
are exerting every means within their 
power to bring about a degree of con- 
sistency in this behalf. 


National Recovery Act 


Finally, we come to the subject which 
is occupying the attention of the entire 
nation—the National Industrial Recovery 
Act. The honest doubt that first arose, 
as to whether or not insurance should 
come under the law, has been dispelled. 
Because insurance had been declared by 
the Supreme Court of the United States 


Banquet a Gay Affair 
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tion, but the NRA program of sponsor- 
ing self-government by _ business with 
government supervision and support is 
succeeding and is welcomed, Mr. Rich- 
berg said. 

The analogy between insurance and 
the NRA program was brought out by 
Mr. Richberg when he described the gov- 
ernment program as the largest group 
policy ever written to cover all the peo- 
ple of the United States for the purpose 
of completing re-employment of those 
out of work at adequate wages. Trade 
associations, with a measure of govern- 
ment regulation, can now carry forward 
the programs which have been developed 
for years for self-regulation. 

The speaker devoted the latter part 
of his address to answering the charge 
that the National Recovery Program was 
discriminating in favor of labor by en- 
couraging the formation of unions. M r. 
Richberg denied that labor was obtain- 
ing undue privileges but stated that la- 
bor has an uncontested opportunity to 
organize for collective bargaining as part 
of the industrial recovery program, and 
this is essential for true recovery. 

In the past, he said, labor had not been 
able to secure its fair share of prof- 
its, because co-operation was largely 
achieved by employers alone. For labor 
to have a share in the management of 
industry in addition to a share in profits 
is not encouraged by the NRA. Labor 
has a responsibility to use its new power 
only in the public interest and any vio- 
lators from labor or industry will find 
themselves in conflict with an impartial 
government administration and a strong 
public opinion, Mr. Richberg said in con- 
clusion. 

Ten Past Presidents at Head Table 

President Charles L. Gandy of the Na- 
tional Association presided at the ban- 
quet. At the speakers’ table were ten 
former presidents of the National Asso- 
ciation, more than have ever before been 
present at an annual meeting. These in- 
cluded the following: 

A. W. Neale of Cleveland; E. M. Allen 
of New York; James L. Case of Nor- 
wich, Conn.; Frank R. Bell of Charles- 
ton, W. Va.; Cliff C. Jones of Kansas 
City; Frank L. Gardner of Poughkeep- 
sie, N. Y.; R. P. DeVan of Charleston, 
W. Va.; Clyde B. Smith of Lansing, 
Mich.; Percy H. Goodwin of San Diego, 
Calif., and William B. Calhoun of Mil- 
waukee, Wis. 

Insurance Director Ernest Palmer of 





ERNEST PALMER 


Illinois welcomed the convention to Chi- 
cago with some of his usual wit. 

Governor Horner of Illinois was invit- 
ed to attend the banquet but was unable 
to on account of a special session of the 
legislature now at Springfield. A letter 
from him to the convention was read 
by Director Palmer in which the gov- 
ernor said that insurance should not be 
subjected to discriminatory legislation 
and that the business was now strength- 
ened through reorganization of the IIli- 
nois Insurance Department, with Ernest 
Palmer as its head. 

Other welcoming talks were made by 
Louis E. Yager, president of the Chicago 
Board of Fire Underwriters; Hamilton 
M. Loeb, chairman of the Chicago In- 
surance Agents’ Association, and Rock- 
wood Hosmer, president of the Illinois 
Association of Insurance Agents. 

Sidney O. Smith, Gainesville, Ga., 
member of the National Association ex- 
ecutive committee, replied on behalf of 
the delegates. He also pledged the al- 
legiance of the agents to the government 
in working for the successful restoration 
of the country to prosperity. 

The banquet concluded with an elab- 
orate program of entertainment. 


to be not commerce, and not subject to 
federal legislation, we wondered whether 
or not the new legislation would affect it. 

From Washington came the word that 
unless insurance brought itself volun- 
tarily under the act, it would be forced 
under it by the court of public opinion. 
The producers are not inclined to shirk 
their responsibility. They might claim, 
like the railroads, that they are already 
subject to such stringent supervision— 
the railroads by the Interstate Commerce 
Commission and insurance by the states 
—that federal supervision is impractic- 
able. 

It, therefore, seemed to the executive 
committee that it was proper to follow 
the lead of the National Board of Fire 
Underwriters and the Association of 
Casualty and Surety Executives in filing 
with the Recovery Administration a code 
covering maximum hours and minimum 


wages for insurance agents. This was 
done. 
Upon a code being filed it is subse- 


quently set down for hearing in order 
that all those interested may have notice 
of the proceeding. In the ordinary course 
of events these insurance codes would 
be set for hearing the latter part of 
September or the forepart of October. 
It seemed to the administration of the 
National Association inadvisable to bring 
the code so filed to a hearing until after 
the holding of this annual convention. 
Accordingly a petition has been filed with 
the administrator of the Recovery Act, 
asking that the hearing on the National 
Association Code be postponed until on 
or about November 1. This has been 
done. 

We, therefore, invite the studious at- 
tention of this convention to this im- 
portant subject with the expectation that 
ve may reach a decision leading to wise 
and wholesome action. 





Dailies Vie For News Honors 


Chicago, Oct. 11—The New York 
“Journal of Commerce” and the Chicago 
“Journal of Commerce” are contesting 
for premier reporting honors among 
daily newspapers. Copies of the New 
York paper are brought here by plane 
each night and distributed to agents 
throughout the hotel early the following 
morning so that the Chicago paper ob- 
tains no time advantage. 

The “Insurance Field” is also getting 
out daily editions. 





Committeemen Congratulated 


Chicago, Oct. 11.—R. I. Read and E. G 
Whitaker, Chicago agents and general 
chairman and secretary, respectively, of 
the general convention committee are 
being congratulated on the excellent 
manner in which the convention details 
are handled. All those who served on 
the various committees co-operated well 
to take care of such a large number of 
agents in this city for the meeting. 


Markham and Hawley Missed 


Chicago, Oct. 11—Two well known 
veterans of the National Association are 
not at this convention. They are George 
D. Markham of St. Louis who was presi- 
dent from .1900 to 1902 and Edward S. 
Hawley of Buffalo, N. Y. Mr. Markham 
was prevented from coming by an injury 
to his foot. Mr. Hawley sent a telegram 
expressing his regrets. 








Steckler Extends Greetings 


Chicago, Oct. 12—Greetings from the 
American Association of Insurance Gen- 
eral Agents were extended to the con- 
vention by President Henry A. Steckler 
of New Orleans. 


Chicago, Oct. 12—The Missouri State 
Association of Local Agents held its an- 
nual convention at the Drake Hotel on 
Wednesday. This is probably the first 
time a state association has met outside 
the borders of its own state. 
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o-operative Advertising Campaign By 


Companies and Local Agents Proposed 


Definite recommendation for a tri-par- 
tite advertising campaign to be engaged 
in by stock fire companies, stock casu- 
alty ‘and surety companies and members 
of the National Association of Insurance 
Agents was made by Albert Dodge of 
Buffalo, N. Y., in his report as chairman 
of the committee on publicity and educa- 





DODGE 


ALBERT 


tion at the annual convention on Thurs- 
day morning. 


In order to obtain prompt action on 


what he considers a very necessary ad- 
vertising program, Mr. Dodge suggested: 

“1. That the appoint a 
special committee of three to co-operate 
with similar committees from the stock 
fire company group and the stock casu- 
alty and surety group. 

“2. That the Insurance Executives’ 
Association be requested to appoint a 
special committee of three from its or- 
ganization—also that the National Bu- 
reau of Casualty & Surety Underwriters 
appoint a similar committee of three 
from the casualty group. 

“3. That this joint committee of nine 
formulate and put into effect the neces- 
sary machinery to enlist the support of 
companies and agents toward a definite 
program.” 


association 


Suggests Central Committee 


Declaring that the committee is more 
than ever convinced that the project is 


a logical and practical one and that the 
difficul tic nvolved in the co-ordination 
of tl t ts and organizations are 
not t aS may seem at first, Mr. 
Dod the opinion that it 
would be a simple matter to create a 


mittee composed of 
the three organiza- 


central grouy 


representatives 


tions named to perfect the machinery. 
As to the practicability of advertising 
for insurance companies, Mr. Dodge pre- 
sented a chart based on the experience 
of four life companies which have ad- 
vertised consistently for a period of elev- 
en years and of ten companies which did 
not advertise during that time. The 


Tripartite Arrangements Could Be Most Effective and 
Financed at Nominal Cost to Individual Company and 
Producer, Albert Dodge Says in Lengthy Report to 


Convention 


chart shows that at the peak year of 
1929 the companies advertising increased 
their business 120% and that this busi- 
ness has decreased only 17% since that 
time. Of the non-advertising companies 
the business was increased only 42% at 
the peak and has decreased 42% since 
then. 
What Advertising Can Do 

Under the topic “Why Advertise?” 
Mr. Dodge said: 

“Advertising is a typical development 
of the character and thinking of the peo- 
ple of the United States. 

“It has become a part and parcel of 
the everyday life of the country. 

“It is the most powerful force that we 
know of in moulding public opinion— 

“In combating unfavorable propa- 
ganda— 

“In building good will and public con- 
fidence. 

“An intelligently prepared campaign of 
advertising and publicity backed by prop- 
erly organized sales effort will maintain 
the confidence of present policyholders 
and thereby reduce mutual competition— 

“Establish stock fire, casualty and 
surety insurance as the best and most 
generally used of all insurance plans— 

“Establish the value and necessity of 
agents’ services— 

“Build up and sustain the morale of 
local agents and fieldmen— 

“Attract better agents and new busi- 
ness— 

“And pave the way for a greater por- 
tion of the increased business that must 


inevitably come from the new conditions 
—next year and all succeeding years.” 
Under an advertising program such as 
he contemplates, Mr. Dodge suggested 
that each class of insurance should be 
advertised in ratio to the premiums on 
the class or more exactly in ratio to its 
contribution to the central advertising 
fund. He stressed the importance of 
timely campaigns and said: “Every ad- 
vertisement should emphasize the local 
agency service as one of the distinct ad- 
vantages of stock company insurance as 
steamship lines and railroads do.” 


Budgeting Advertising Fund 


After the advertising fund has been 
created through contributions by com- 
panies and agents, Mr. Dodge recom- 
mends that the fund be budgeted to in- 
clude: For national advertising to build 
prestige and provide an adequate back- 
ground for intensive local work—60% of 
the total; for local co-operative adver- 
tising to focus the force of the national 
effort on the local community and de- 
velop actual sales for the local agents— 
40% of the total. For the national ad- 
vertising program he recommended pub- 
lications of wide circulation and known 
influence and radio broadcasting. For 
local territories he would include news- 
papers, outdoor advertising and spot ra- 
dio programs. 

Declaring that no local advertising 
should be used except in communities 
where the program is supported by con- 


List of Desirable Local Board 
Activities Presented by Priest 


A long list of suggested activities for 
local boards was contained in the report 
of the local board committee of the Na- 
tional Association, presented to the con- 
vention Thursday morning by the chair- 
man, Frank T. Priest, of Wichita, Kan. 
He is also the national councillor for the 
Kansas Association. Here is the local 
board committee’s conception of what 
local boards can do to make themselves 
of real value to the American Agency 
System: 

Ordinarily have within its membership 
only local agents compensated on a com- 
mission basis. 

Be governed by local agents. 

se financed by local agents. 

Clearly define class of business over 
which jurisdiction is assumed. 

Clearly define territory over 
jurisdiction is assumed. 

Have a separation rule, or in-and-out 
rule; that is, not represent companies 
represented by non-members, nor do 
business with agents not members. 

Have a qualification for membership 
and a code of ethics. 

Have a sole agency rule, or if neces- 
sary in the larger centers a limitation of 
agencies. 

Have a positive assurance to each com- 


which 


pany represented by board members of 
equality of opportunities to develop bus- 
iness and representation for each com- 
pany, if at all possible. 


Rebating and Overhead Writing 


writing on the 
represented by 


Eliminate over-head 
part of any company 
board members. 

Prohibit rebating. 

Operate strictly within a budget. 

Have a grievance committee. 

Have an insurance committee to work 
out methods of distribution, etc., of pub- 
lic business. 

Minimize the free insurance evil—set 
up an exchange of credit information. 

Practice 100% business reciprocity. 

Eliminate the production branch office. 

Require of all members having a real 
estate loan connection that they will not 
solicit renewal of policies placed with 
them as loan collateral by any members 
of the local board until awithin ten days 
of its expiration. 

Have a part in the work of the public 
safety committee of the Chamber of 
Commerce. ‘ 

Have a part in the work of the fire 
prevention committee of the Chamber of 
Commerce. 

And last—but not by any means least 
—make its membership coextensive. 





tributions of local agents, Mr. Dodge 
presented the benefits of operation of 
the plan, as follows: 

“1. Local advertising in each territory 
has a very definite ratio to the amount 
of business done or the amount contrib- 
uted to the fund from that territory, 

“2. By this method, local advertising 
is entirely under the control of the cen- 
tral committee so far as theme, copy 
and layout are concerned and can be 
in complete harmony with any national 
advertising program. The co-operative 
effort effects considerable saving to the 
local agent in the cost of plates, mats, 
art work, typography and superior re- 
sults are assured.” 


Financing Publicity Plan 


To finance the proposition, including 
the cost of administration and _ special 
staff necessary for the handling of the 
program, he suggests that the companies 
agree to an assessment at the rate of 
9/16 of 1% of normal net premiums, or 
roughly, $845,000 per year. Agents, he 
said, should be asked to pay one-fourth 
of the cost by contributing 3/16 of 1% 
of the total net premiums written and 
should authorize their respective compa- 
nies to charge them this sum at the end 
of each month. 

The company in turn would remit that 
amount when collected to the central 
advertising fund along with their own 
remittances. He expressed the belief 
that individual company contributions 
would not exceed sums formerly spent 
for calendars and blotters and that the 
local agency contribution would be less 
than is now being spent for local adver- 
tising by a limited number of agents. 

He advocates employment of the trade 
press to keep local agents in step with 
the campaign as a vehicle for informative 
advertisements in connection with the 
program and in publication of news per- 
taining to it. 


Local Agents’ Co-operation 


As to assurance of agents’ co-opera- 
tion, Mr. Dodge said: 

“National advertisers have discovered 
that the effectiveness of their advertising 
is definitely related to the degree of co- 
operation by salesmen and dealers i 
harmonizing their efforts at the point ol 
sale. 

“They have also discovered that such 
co-ordination is negligible unless dealers 
and salesmen have a direct financial in- 
terest in the cost of the campaign. Gen- 
eral Motors dealers, for example, con- 
tribute a substantial portion of the gen- 
eral advertising budget, nearly all o 
which contribution is spent in their ter 
ritory. 

“Likewise the proposals of your com- 
mittee would assure the co-operation 0 
local agents by giving them a substan- 
tial interest in the cost of the campaign 
as well as a voice in its preparation and 
execution. . 

“In this connection, every contributing 
agent would be carried along with every 
step of the campaign. Proofs of the 
advertisements should be sent to them 
in advance of publication with inform 
tion as to date of appearance and name 
of publication. ‘ 

“These might even be accompanied by 
informative material as to the best meats 
of selling the particular form of insur 
ance to be advertised.” 
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